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A MOTOR OIL may be strong in resisting heat, but 


weak in 


minimizing carbon. It may be rich and sturdy, 


but fail to flow freely at low temperatures. This imper- 
fect balance—this failure to be equally efficient in all phases 
of performance—is likely to cause trouble and expense. 


Koolmotor Oil—the perfect Pennsylvania motor oil—has 
perfect balance—5-Point Balance. In achieving 5-Point 
Balance, Cities Service experts have built into one superior 
lubricant the maximum values determined by the five tests 





of oil quality—viscosity, fire, flash, pour point, and 
carbon residue. 


As a result of this skillful blending of test-determined 
values, Koolmotor Oil contains a full, uniform and 
balanced measure of everything a really good lubricant 
should have. It is not strong in one benefit and weak in 


another. 


It is good throughout—balanced throughout. 


When you recommend Koolmotor Oil to your customers 
you may be sure that it will stand up under withering 
heat, keep carbon down, prevent premature wear and 
reduce gasolene and oil consumption. 


CITIES SERVICE OIL COMPANY 


60 Wall Street, 


\ 


New York 


Cities Service Radio Concerts, Fridays, 8 P. M., Eastern Daylight Seving Time—WEAF and 33 Associated Stations on N. B. C. Coast-to-Coast Network 








All five points of 


SUPERIORITY 
in one 


OUTSTANDING 


OIL 





the perfect Pennsylvania Motor Oil 





ONCE - ALWAYS 


ee ee ee 

ADVERTISING AND NEWS DEPARTMENT 
Cities Service Company, 60 Wall Street, New York City ‘ 
Gentlemen: Please send me a copy of your pamphlet, Whatever the ‘ 
Road—Whatever the Climate (Koolmotor Oil). 
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(Address) .....eesee+ (a cebbasaeoeenes cee ececcesescoccsccccoes iss 
(CIEY) .ccccccvveccccccscccccccccecccce (State)... ccccccecccer: eee 
P. 8. 1 would appreciate....c.scsccccccecs extra copies for distribu- 


tion to my customers. 
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Cities Service Oils & Gasolene 
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RECENT "PRICE CUTS SPUR CAR SALES 


SA e 


Retail Sales of Passenger Cars QAKLAND-PONTIAC AND 
In U.S. in July Exceed Output 


BIG REDUCTIONS 
IN FACTORY AND 
DEALER STOCKS 


Truck Registrations 
Almost Equal Out- 
put For Month 


EW YORK, Aug. 26.— 

Retail sales of new pas- 
senger cars in the United 
States in July exceeded the 
production for the month and 
the retail deliveries of new 
commercial cars practically 
equaled the output. 


This was the first month this year 
in which dealers’ deliveries of new | 
ears to consumers outstripped the | 
factory shipments to dealers. The | 
relation between new truck sales and 
production also was the most favor- 
able for any month of the year thus 
far. Large reductions in factory 
and dealer stocks have resulted. 

Actual production figures for the 
United States showed an output of 
333,459 passenger cars in July and 
39,663 trucks. While complete regis- 
tration statistics for July are not yet! 
available, it is estimated on the 
basis of returns from twenty-seven 
states and the District of Columbia 
that retail sales reached at least 
245,000, which would give a margin 
of about 11,500 between dealer de- 
liveries to customers and factory 
shipments to dealers. The reduction 
in factory stocks, however, was sub- 
stantially greater, as about 10 per 
cent. of the production went into the 
export market. 

The new commercial car registra- 
tion returns for July indicate that 
retail sales in that month approxi- 
mated 38,500, or about 1,000 below 








(Continued on Page 4) 


| FORD ADDS FIVE DUMP 
BODY TRUCKS TO LINE; 
HAVE WIDE PRICE RANGE | 


Detroit, Aue. 26.—Addition of five | 
dump body trucks to the line of 
standard Model AA one and one- 
half ton trucks was announced to- 
day by the Ford Motor Company. 
They offer a wide range as to price, 
hoisting method and capacity and 
are designed to meet the require- | 
ments of most every kind of haul- | 
ing in which a body of this type | 
is used. 

The Ford dump trucks include a 


|} hydraulic dump body with hoist of 


one and one-half tons normal 
operating capacity, a heavy duty 





hydraulic dump body, a mechanical 
dump body, gravity dump body and 
hand dump body body. 


ENGINEERS SEE 
MANY CHANGES 
IN CAR DESIGNS 


EW YORK, Aug. 26.— 
Faced with keen com- 
petition and a difficult selling 
period, the dealer turns to his 
factory for an outstanding 
marketable product which 


will step away from its com-! 


petitors and put the dealer in 
a field by himself. The ulti- 
mate task of developing such 
a product devolves upon the 
engineer, hence what the 
engineer has to say regarding 
trends and developments 
should be of interest to his 
dealers and to engineers and 
dealers of other manufac- 


turers. 


With this in mind, Automotive 


_ (Continued on page 12) 


Automotive Exports Off 
44% in First Half of 1930 


Washington, Aug. 26. — While 
American automotive exports for 
the first six months of this year 
were lower by 44 per cent, than in 
the same period of last year on ac- 
count of unfavorable economic con- 
ditions abroad, they permitted for- 
eign dealer organizations to balance 
their stocks and place themselves 
in a more favorable financial posi- 
tion from a competitive standpoint. 

Such is the analysis of America’s 
foreign motor vehicle trade as made 
today by P. R. Mattix of the auto- 
motive division of the Department 
of Commerce. 

“American factories 
couraged this tendency 
stabilization,” Mr. Mattix said, 


have en- 
toward 
“by 


exercising close supervision over 


foreign shipments and endeavoring, 
as in the domestic market, to main- 
tain the export supply in line with 
the demand overseas. 

“The industry has wisely made 
Substantial reductions in output,” 
he continued, “thus enabling the 
dealer organization to cut down its 
inventories of both new and used 
models, and provide a close rela- 
tion of stocks on hand to actual 
sales demand.” 

Total automotive shipments from 
the United States for the first six 
months of 1930 were valued at $196,- 
100,271, as compared with $352,433,- 
697 and $259,934,682, respectively, 
for the same period of 1929 and 1928. 
June. exports of $22,790,355 repre- 
sented the low mark, 


JOBBERS LOOK 
FOR BiG GAIN IN 
FALL BUSINESS 


? 


| 
Survey Shows ‘‘Spotty | 


Condition Prevails 
Throughout UV. S. 


EW YORK, Aug. 26.— 

While the automotive 
jobber, as a rule, did not 
attain the volume in the first 
six months of this year, that | 
the record year of 1929 | 
brought him, there is a gen-| 
eral air of optimism from 
coast to coast that the second 
half of 1930 will attain last 
year’s volume and that 1931 
will be the biggest jobber 
year in history, a survey con- 
ducted by the Automotive 


Daily News discloses. 

In line with the general depression, 
the jobber has found that collec- 
tions, for the most part, were diffi- 
cult in the first half, but in the fall 
and winter, when volume business 
is forthcoming with seasonable 





(Continued on Page 20) 


DIFFERENTIALS BETWEEN 
RUBBER GRADES ADOPTED 

New York, Aug. 26.—Establish- 
ment of differentials between the 
various grades of hevea plantation 
rubber to prevail on all deliveries 
against exchange contracts during 
September has been announced by 
the adjustment committee of the 
Rubber Exchange of New York. 

The following differentials were 
announced :— 

Off quality first latex crepe, 0.02 
cents per pound; good f. a. q. ribbed 
smoked sheets, 0.05 cents per pound; 
ordinary f. a. q. ribbed smoked 
sheets, 1 cent per pound. 


TODAY | 


Comparative Price Range of Pas- 
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HUDSON-ESSEX DEALERS 
REPORT SHARP UPTURNS 


Chicago, New York and Washington Surveys Indi- 


cate Reductions 


Brought Immediate 


Response From the Public 


N“ 


1W YORK, Aug. 26.—Recent price reductions on the 
Oakland and Pontiac lines of the Oakland Motor Car 


Company and the Hudson and Essex lines of the Hudson 
Motor Car Company have resulted in a sharp stimulation of 
retail sales, according to a survey conducted by Automotive 
Daily News in New York, Chicago and Washington. 








‘SALES EXECUTIVES 


SEE BIG PROFITS IN 
1931 FOR DEALERS 


Nearly Agree That 
Greater Prosperity 
Is Coming 


EW YORK, Aug. 26.— 

Expert opinion almost 
unanimously holds that the 
automotive industry will 
enjoy a year of increased 
business and greater pros- 
perity in 193 A delayed 
market has been created, 
which must be supplied. 

It is obvious to take advantage 
of more favorable conditions, manu- 
facturing companies must bring 
their dealer organizations through 
this hard year with unimpaired 
ability to use the opportunities that 
prosperity will give them. The 
condition of dealer organizations is 
then of paramount importance in 
any attempt to study the prospects 
of the industry during the coming 
year. 

With this thought in mind Auto- 


(Continued — on Page 8) 
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From Chicago comes the word 
that a remarkable show of interest 
followed the announcements of the 
price cuts, while both New York 
and Washington dealers report that 
their sales jumped _immediately. 


CHICAGO, Aug. 26.—Price reduc- 

tions in Oakland-Pontiac and 
Hudson-Essex lines have produced a 
considerable increase in sales, ac- 
cording to reports from dealers in 
Chicago. They have noted in addi- 
tion a remarkable amount of re- 
newed interest and declare that ad- 
vertisements announcing sharp 
price cuts had the desired effects in 
bringing many more people to their 
establishments. 

In view of the fact that the re- 
duction from both camps came 
almost simultaneously, bringing 
Oakland on a parity with Hudson 
and Pontiac and likewise with rela- 
tion to Essex, it has been noted that 
in a number of instances prospects 
stated they would look at the other 


line under consideration before 
placing orders. 
Speaking for Oakland-Pontiac 


dealers in this territory, H. A. Weh- 
meier, vice-president and general 
manager of Community Motors, Inc., 
local distributors, was enthusiastic 
over the big gain in business follow- 
ing the price reductions. 

“Our sales have shown a 100 per 
cent. increase since Oakland and 
Pontiac prices were reduced,” said 
Mr. Wehmeier. “Another gratifying 
result of the factory announcement 
has been the large proportion of 
cars we have sold without the neé- 





‘Continued on page 4) 


Toledo Car Dealers Hail 
Upward Swing in Demand 


TOLEDO, O., Aug. 26.—Passenger 

ear sales trends are upward in 
the Toledo area with both new and 
used car stocks moving at a faster 
pace than in recent weeks and the 
credit situation sound. 

New cars are moving better, rela- 
tively, than used cars, However, 
representative dealers here say the 
used car market is far from dull, 
holding at about its normal ratio 
to new cars. 

Stocks of cars on hand, both new 
and used, are at very healthful lev- 
els. One dealer, who also acts as 
distributor in this territory, reported 
his new car stocks below normal for 


this period. The condition was 
ascribed to a recent price cut in the 
line handled. 

Good business is reported in most 
service departments. Service work 
in most instances has _ been the 
general run of maintenance. One 
dealer reported larger jobs in the 
service department. He attributed 
this turn to the resumption of buy- 
ing noted in many fields and in- 
dustries at this time. 

A general note of optimism runs 
through all comment from sales- 
rooms. Most firms are expecting a 
pick-up in car sales and service in 
the very near future, 








Price Cuts Attract New Buyers July Retail Sales of New “a 
ee Cars Exceed Production 


(Continued from Page 3) 
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cessity of taking an automobile in| requests for demonstrations. Right 
trade. Where trade-ins figured we now we have quite a number of | 
have handled customers more easily | new prospects whom we expect to| 
than in a long time because we | sell shortly. | 
have been able to convince them, “We still find that most of the} 
| readily that they could not expect! people attracted by the price re- | 
more for their old automobiles than! ductions want: all they can get for 
the cars were actually worth on the! their cars, but it is easier to con- 






market. Consequently there has vince them that we cannot make 
been no accumulation of our used | overallowances than it was before. 
car inventories. One man was actually surprised 





“We have taken almost twice as| When he learned that we are even 
taking cars in trade since the price | 
cuts. 





many orders since the price cuts as 
| during the corresponding period ry) 
= | just preceding,” stated Patterson,) Similar reports came from 

' r ’ | president of the Ajax Auto Com- | Samuel Slavin, president of Key- 
AUTOMO rIVE pany, south side Hudson-Essex| stone Motor Sales, Hudson-Essex 
and | dealer. “We have noted a great in-| dealer on the north side, and from 


AIRCRAFT PRODUCTS crease in interest, with more people) L. C. Morgan of Sullivan-Morgan 
' THE G & O MANUFACTURING CO. coming into our store and more Company, west side dealer. 


t 





New Haven, Connecticut 


-_ we New York Dealers Report Quick) a 
w aXaGex ar Forr ware RESPONSE by Public to Price Cuts H+ 












Fort Wayne, Ind., Aug. 26.—Will- 


7 





iam Ferdon, formerly of New York | KEW YORK, Aug. 26.—Stimula-|to officials of the Oakland-Pontiac | 225 A 
city, has assumed his duties as man- : . a b and Hudson-Essex groups. 
ager of the General Motors Accept- I. Gon of sales was note —t Sales of Oakland and Pontiac | \ 
ance Corporation here, succeeding | immediately after price reductions | oar< have increased approximately 


G. A. Gouldman. | went into effect recently, according |50 per cent., while an increase of 
ee — SS  ts”S”:”:s« ee ee ee ee ee One. ee 
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|been noted in-Hudson and Essex | 
| Pontiac prices evidently has served \ 

as a stimulus to the type of buyer PF} ft oNG 

rome ae emo! 6 TT dT TdT TTL) 
Company’s New York retail store. a i ; ¥ JUN . 
| “There is a type of buyer who} 1929 1930 

|} has been postponing the purchase 

getting by with his old car. That! production. It will be noted that the sales have held close to the 
type of buyer has had the money| output in each month since August, 1929, when there was a wide 
all the time for the purchase of variation 

buy. The price reduction has been 

particularly appealing to that class | 

of buyer.” 


sales, officials here wv. the two 150 
| months,” said J. E. Mitchell, sales 
< a new car for months,” Mr. ABOVE CHART SHOWS the course of the retail sales of new passen- 
a new car, but has just been un- | 
DEALER’S JOY Price reductions on the Hudson 








groups stated. | | | | VY; 
“The reduction of Oakland and | 125 
manager of the Oakland Motor 
Mitchell continued, “and has been! ger cars in the United States for the past year as compared with 
decided about whether or not to| 
and Essex models have proved 


equally popular with the _ publie, 
AAN EXTRA TIRE and tube, an ex- manager’ at the ” Hudson - Essex 


manager at Hudson - Essex 





tra rim, another tire cover, all go on showroom. 
the same cash ticket with T-N Dou- =o picked a immediately 

. S e a Tr e reauctions were an- 
ble Carriers. This means joy for the nounced and the public reaction to 
dealer, and comfort, freedom from lower prices has been excellent,” | 
tire trouble worry, for the car owner. Boehm stated. ' 


| ASHINGTON, Aug. 26.—Strong 

RETAIL PRICE 5 Chevrolet 6, 1929-30, $4.00 Ww consumer interest in recent 

{ Other Cars, $3.00 Per Set price cuts is reported by both Hud- 

sen and Oakland dealers. In some 

cases the increase in sales attri- 

Thompson-Neaylon Mfg. Co. — directly to the price cuts is 

estimated as high as an approxi- 

3545 South Morgan Street mate 20 per cent. But all dealers 
Chicago, Ill. ] (Continued on Page 25) 
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“1825 1920 


ncrease y Y ABOVE CHART SHOWS the trend of commercial car sales in this 
on = oe ~ country in the past year as compared with preduction. The greater 
\ C / 2 difference between sales and output than in the case of passenger 
“ je A ‘ ; « | ears is accounted for by the fact that a larger percentage of trucks 

| go into the export market 


with WVHYL m your Tank ceniaetioom Tah Se oa aot on, 


it is considered | 
the output. When i is cos tory stocks in the case of trucks 


that a larger share of trucks go into | 
| was as proportionately large as for 


; 4 - LEE EE, passenger cars. 
—s old cars a chance to show tion of gasoline, Makes it a more Cl ified | ee ee 
their best. Show used-car customers perfect motor fuel. It presents the aSssl 1 
: sharp, irregular explosions that break 
how to get power, pick-up and smooth 


| trate the trend of automobile pro- 
. © 
: ' up the even burning of ordinary gas- Ad t 
performance with a tank full of  oline.  Ethvl ver IsSIn¢g 








| duction and sales during the’ past 

: | year. 
Gasoline burns with Registration of passenger cars in 
the states reporting thus far for 
| July amounted to 120,467, as com- 





ethyl and they'll get greater value in cmoothh 


increasing pressure that 
the car they buy from you. 


. Classified Rates 5c Per Word 
sends pistons down mn even, power- 












Any car runs better on Ethyl Gas- 4! surees. MOTORCYCLES FOR SALE spared with 131,485 in the same states 
oline. That’s why Ethyl gives ; oes —|for the preceding month and wi 
, eves any Cat ; ‘ . | 203,258 in the corresponding month 
For Eth . . . ; more power and, at the same time FOR EXPORT — READY 70 SHIP <= = te » . tra- 
or 1 wl (Csasoline IS More than : ’ 0 Automobiles, Trailers, Motor- of last year. In June, the registra 
yasoline. It’s good gasoline with makes the motor quieter and more 100 cycles, Outboard Motors. tions of these states accounted for 
Ethyl fluid added efficient. Ethyl Gasoline Corpora- The Largest Automotive House in U. S. A.| slightly more than 50 per cent. = 
i « ‘ . ’ ae eee "pial “nerd SIX STERN BROS. 1790 Ist Av., N.¥.C. the total of 260,942 for the mon 
Ethyl fluid trols the | Citn Chrysler Building, New York  ATWater 391 | and in July, 1929, these same states 
thy d controls the combus- itv, DISTRIBUTORS, ETC. accounted for about 47 per cent. of 


a aed _|the total. It is on this basis that it 
WANTED by Villard Truck poignal Mig. is expected that the final July figure 
Company, 200 Turpin St., Rochester, . . 

Y., distributors, representatives, agents, | Will be around 245,000. This makes 
jobbers, dealers and al shone organizations it apparent that the July retail sales 
capable of handilng sales of truck signals e 7 

which retail at $5.00 each; exclusive terri- | failed to come up to the June total, 
tory given: send $1.50 for sample, shipped|as the first returns for the month 


prepaid; special discounts to truck fleet/. as 
owners.’ Over balf million Villard Truck |indicated they would. 


ETHYL GASOLINE 


The active ingredient used in Ethyl fluid is lead. 











Signals now in use. Legal everywhere. Truck registrations in the states 
Rasily installed and gperaned. Ade table | ' ‘ ss e 

to all trucks. Write for illustrate itera- ‘ ‘ 
ture and sample. ; (Continued on Page 25) 
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CAR MANUFACTURERS | 3 3 3§3.-_ © Thuis a eee ; 
TELL CONFIDENCE IN Price Range of Pas ssenger Cars | eee 








“ee | PACKET ccsveec 8 

INDUSTRY'S FUTURE. COMPAR ISON OF LOWEST, MEBEMIOR.. icveie sci 8 985|Marmon ,.........8 $1,520| Packard ........ 8 

PRICED 5-PASSENGER CLOSED) auburn .......... 6 995| Chrysler ........ 8 1,525| Jordan .......... 8 

; CAR MODELS CUIVBIGE: os vcccess 6 og ee 8 1,565} es 

: e ’ Studebaker ...... 8 

By W. S. KNUDSEN (As of August 15) 16 BOO... ccccvcees 8 995 | Studebaker ..... 8 1,585! Pranklin .. 6 

President and General Manager Under $1,000 Buick .......+06- 8 $1,035 | Elcar teen eens 8 1,595 GYANAM ......0. 8 

Chevrolet Motor Company Make No. Cyl, Price | Willys-Knight ...6 1,075| Gardner ...0.....8 1,595 | We 8 

Sales during this year have only FOrd ...ssseeeess 4 $ 495 DOdge ...eseees- 8 1,145 | ta cece veedes ; 1,595 | Chrysler Imp. ...8 

covered cases of necessity, as the Whipped .....++. . — ee fennees z oa les : oy spite 8 ey Chrysler ......... 

total will be well Chevrolet ....... 6 565 PURER csccccenes 8 1,195 7 Car yobs OOas 1695/14 Salle ........8 

below the average PLYMOUTH .cccces 4 565 Gardner ....008. 6 1,195 ‘upmobile beware 8 a Elear 8 

for the past six | PSS€X ---------+- 7 650 | Hupmobile ....... 6 1,195 Viking evens 8 1,695 | Piecre-Arrow ....8 

vears. They wil] | Pontiac ......... 6 665 | Peerless ...++.... 6 1,195] Windsor .........8 16,95) Franklin ........ 6 

continue for some Durant Seeseeeees 6 725 Studebaker ...... 8 1,195 | me B. aseua sacs 8 1,765 |Marmon .......... 8 

time to be on a EE 6508606 6 735) Graham ....600. 6 1,225 MO tervecenes 6 1,795 Peerless 8 

basis of necessity, | Corysier ......... 6 845| Chrysler ........ 6 1,246 | Jordan eh 8 1,795 | Cord ie, Sas fae 

but as age and Studebaker ...... 6 845 SOOO: ccccneussenss 6 1,295 cap oennegent ) 1,795 Pierce-Arrow ...8 

mileage consumed | DOGSE «+--+++++:- 6 865| Elcar ........... 6 1,295 | Studebaker 8 1,850) Cadillac ....... 8 

increase the ne- | De S0to...........8 875 | Willys ....+++++: 8 1,295 | Gardner 8 1,945) Stutz ........... 8 

cessity for re-, Graham ......... 6 895 | Nash ...ssseeeees 6 1,325 | mack Hawk a 1,995 | Packard ........ 8 

placement will, Hudson .......... S 895 | Buick .....+++++.. 8 1,206 | Sack Hawk 8 1,905) Stutz .....0000.. 8 

: follow an upward OORIANG .ccecces: 8 895 WIRGSGD secevssse 6 1, Bk = i seeee saa 1,995 | POSS re 8 

W. S. Knudsen trend. We do not DUTaNt .+-.eeeee: 6 895 | Graham ......... 8 : Peerless ........ 8 1,995| packard ......... 8 

expect a sudden revival of activity, Oldsmobile ...... 6 895 MEME kids Keene 8 A ) Windsor ........ 8 1,995 | Cadillac ......... 16 

but, rather a gradual and healthy PROGR ee secnscces 6 935| Peerless .....0+. 8 1,495! Marmon .......... 8 $2,000} Packard ......... 8 
growth. Sa ede anes ots ~ " 

Chevrolet dealers have, in the H 


aggregate, made money in 1930. 
This is not true in each individual 
case, but the dealer profits exceed 


the dealer losses by a satisfactory » € @ 
margin. Their stocks of new and , é 

used cars are on a sound basis and 

we are in excellent position to bene- 

fit by any buying demand that ap- 


Electric IC Polishing 


_ for “aii ari 


by J. A. BOHANNON 


President, Peerless Motor Car 
Corporation 

With dealer stocks t their lowest 
point in several years, with large 
»verheads and 
wasteful practices 
materially re- 
duced and with a 
marked increase 
in interest on the 












| Vrar < 
part of buyers, it | NS OM sent i 
Xf Genin ky ny RPE RD cy 
would seem that, wd satis sewed 
| ids ong DE BM cs 






getter business 
may be reason- 
ably expected 
during the re- 
mainder of 1930. 

The month of J-4. Bohannon 
September ushers in a return of the 
more stabilized feeling which 
always follows the unsettled condi- 
tions incidental to the vacation 
months. It is normally a_ good 
month for sales, a five-year average 
Showing that it produces 11.57 per 
cent. of the total year’s business 

An expectancy of the additional 
orders, necessary to take care of 
automobile transportation require- 
ments, naturally follows the reduc- 
tion of dealers’ stocks to their lowest 
point in years. This should stimu- 
late production to a_ considerable 
degree during the next sixty days 

Ii it is true, as generally con- 
ceded, that restored confidence must 
precede any return to normal con- 
ditions, there is considerable opti- 
mism in the renewed interest on 
the part of buyers, as reported by 
dealers from all sections of the 
country. 

Those dealers who have profited 
by the experience of the past year 
Should be in a better position to 
promote sales than at any time 
since last fall. They have seen the 
wisdom of conservative operating 
policies and better direction of sales 
effort and, therefore, should be able Lt ECTRIC 
to meet the requirements of their 
franchises better than ever before. 

Summing up these various factors 
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Ger a Black y Decker Portable Elec- 
tric Polisher and cash in now an the 
National Advertising of the new 
Electric Polishing Method (Patent 
Applied For) © 


$7500 


BLACK. & DECKER 
PORTABLE ELECTRIC 
POLISHER 












Polishing is now a 
« practical reality the result af 
more than twe years research hy 


of the situation, Peerless has every Black & Decker. Phe Method, the Portable Safe. Stow Speed 
confidence in the remaining months Klectric Polisher, and the cleaning and waxing faunty 126 RB. P.M 
of 1930. The opportunity for profit, compounds—-developed especially for Klectric Pol- Weighs Only 5% Ibs 


offered by a dealer franchise, was 


never greater than it is today, both ishing are entirely NEW. 





from the standpoint of immediate Electric Polishing easily removes “road film” . 
=" ee Se ee and apples wax, reducing a hard gloss much Mail This 
By L. A. MILLER superior to hand- ‘ached jobs. The finished product 
President, The Willys-Overland of this NEW MET HOD i is certain to bring i More Cou Onl Toda 
Company polishing work. YP Ly 
ee es tae Rel gmc ge In addition, this new Electric Polisher is ideal 





inventories are for reconditioning used cars and for polishing new 
about as low as cars which have become discolored and “smoky” 


me they can be. But 
: elivery fre tory. . 
what we must in d "7 from fac Fy 


have for a real Order from your Jobber today! 
& business revival is © , 

g ; more employment, 
Qa I believe the 


automobile in- 
‘dustry will start 
é . that on or before i \¢ ve oN v1 ( ks 1. Ry 
Ya ga January 1. The 
' year 1931 should 
= L.A.Miller pe a good year. 
Rational merchandising policies | 
and reasonable production schedules | nen ‘ 
will prevent the serious slumps that | i ee ee oe ‘ 
occur every four years. 4 es Os 


THE BLACK & DECKER MFG. CO, 


Towson, Maryland. 














Please send me your circular giving full derails about 
the profits in the new Electric Polishing Method 
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Address 
My Jobber ts 
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2,02% 
2,080 
2,085 
2,275 
2,295 
2,350 
2,395 
2,455 
2,465 
2,495 


2,565 
2,645 
2,695 
2,715 
2,720 
2.795 
$3,095 
3,475 
3,495 
3,495 
3,985 
4,395 
4,400 
4,985 
5,950 
6,000 
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Wise owls sell the anti- | 


WEDNESDAY, 


AUTOMOTIVE DAILY arava 


freeze that pulls repeat { 


business. They note with pleas- | 


ure that more than 1,600,000 


cars used glycerine anti-freeze 


last year 


more than ever 


before. They (\ know that 


G. P. A. 


more 


every year ° 


users come back for 


. and bring 


their friends and relatives with 


them. That's Zo 


xd business ... 


best reason for selling G. P. A. 





O 


GLYCERINE PRODUCERS’ 
ASSOCIATION 


45 BAST 17th STREEY, 


The following 


NEW YORK CITY 


are makers of 


G.P. A. Radiator Glyverine: 


ARMOUR AND COMPANY 

Beacu Soar Company 

COLGATE-PALMOLIVE- 
Prer COMPANY 

Hiartey SOAP COMPANY 

Lever Baoriens 
COMPANY 


KIRKMAN & SON 
Drie PRoOcrieR & 
GAMBLE Co 
Joun T. SianieyCo., 

IN« 
Swirr & COMPANY 


ALLEN B. Wrisity Co. 


To Foreign Countries—One year, $15.00; 
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| Our Birthday 


IRTHDAYS, as other milestones on the march of human 
events, inevitably give rise to reminiscence, pleasant 
or otherwise. This day marks the sixth birthday of Auto- 
| motive Daily News, and we who have been with the publica- 
| tion since its inception look back across the years with 
'modest pride in the growth of this trade newspaper and 
'the idea it represents, and earnest determination to acceler- 
‘ate that progress during the years to come. 

On the hot afternoon of August 27, 1925, the first issue 
of Automotive Daily News dropped from the press into 
eagerly waiting hands. On page four of that primal issue 
we carried a pledge of loyalty to the automotive industry, 
which we have endeavored honestly to make the guiding 
principle of the publication: 

“The Automotive Daily News pledges its energies and 
its voice to faithful service, timely and continuous, asking 
'in return only to be regarded and esteemed as an honest 
'and dependable organ, and as such to merit the confidence 
| of those it serves. 

We venture to believe that our thousands of readers and 
the leading organizations of the automotive industry, which 





have so generously patronized us, will agree that we have —— 


kept that high pledge, made in our first issue. 


Progress 


PEAKING as we are from the sentimental vantage point | 
of a sixth birthday, it is interesting to note some of the 
outstanding developments that have taken place during the | 
five years of existence that this newspaper has enjoyed. 
In 1925 when the first issue of Automotive Daily | 
|News came off the press, there were in use in the United | 
| States a total of 19,954,347 motor vehicles of all kinds and 
varieties. By the end of 1930 the total of such vehicles regis- 
tered throughout the various states will not be much below 
28,000,000. This represents an increase in five years of 
about 30 per cent. If the coming five-year period shows an 
equal gain, the year 1935 will see nearly 35,000,000 motor 
vehicles in service. This will represent such transportation 
efficiency as no other country ever has had. 
On what we might call the artistic side of the industry, 
the progress achieved has been even more remarkable. This 
| period has seen the arrival, or perhaps it would be more 
accurate to say the general acceptance, of the cord tire, with 
its greater comfort and practical efficiency, without sacrifice 


| 
| of durability. 

During our five years of life, 
| 

| 





| 
| 
| 
| 
| 


anti-knock fuels have 
achieved general acceptance and the high compression 
engine has followed into popular favor. Four speed gear 
jee have found places on enough cars to make this de- 
| velopment an outstanding feature of the five year period. 
Silent second gearshifts have established a definite call on 
public attention. Within the past few weeks the ancient 
and honorable organization of Studebaker has presented us 
with free-wheeling. 

The arrival of front wheel drive cars as production 
offerings is another notable event of this period. During 
| the present year the public has been given a chance to buy 
its first production car powered with a sixteen cylinder 
engine, and within the next few months we shall have a 
line of twelve cylinder vehicles bidding for favor. 

No review of this portentious five-year period could 
omit mentioning the arrival of the small car. The year 1930 
has been signalized by the launching of the Austin Bantam, 
facsimile of the British small car, long popular over there. | 
The sale of nearly 200,000 of these little fellows before the 
| manufacturer had been three months in production is com- 
/mentary enough on the importance of the development. 
| Our five-year span of life has been marked by great 
; events and remarkable progress. It is a notable fact that 
ithe last year has brought a disproportionately large share | 
of this progress. And fruitful years lie just ahead. 
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4 Hot Water Automobile Heater’ 


Pleasing design and) 
chromium finish make 
Tropic-Aire a hand-| 
some accessory for the, 
finest cars. Tropic-' 
Aire, displayed jin 
your store, creates a 
buying desire which: 
you can turn into 
profit. ! 


Thousands of dealers cashed in} 
on Tropic-Aire last year—they’re § 
now making more heater sales 
through Tropic-Aire than ever be- 


Standard Model 


i Tropic-Aire fore. Why don’t you? Our local | 
: distributor will give you facts, 
t Built for installation under Or write us direct today. The’™ 
instrument board—in three season is on NOW. 4 
t sizes—the senior for large 4 
Ls cars, the Junior for medi 
agg . ium f 
; sized cars, the Ford for TROPIC-AIRE, Inc. y 
Ra Ford Model “A” cars. 106 Eleventh Avenue, N. E, ‘ 
Minneapolis, Minnesota 
In Canada: i 
14 Breadalbane Street, Toronto j 
52 Adelaide Street. Winnipeg 
Pat Nos 1581761, 1668491, REIT1IS1, q 


Others pending 





Pin 
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The New Rear 
Compartment Heater 
Installed at back of front seat or 


under rear seat—a perfect heating 
plant for Town Car, Limousine, Taxi- 
cabs, the larger Coaches or Sedans, 


Independent or operates in unison 


with front heater. 








No Need for 
Selective Assembly 


That old bugaboo of a gear 
timing drive has been ban- 
ished by improved foundry 
technique and machine-shop 
practice. 

It is no longer expensive to 
maintain accurate center dis- 
tances. It costs no more to 
have better timing with Texto- 
lite Timing Gears. 

There is no compromise with : 
accuracy in a good gear drive. 

It is a token of good manutac- 

ture throughout the car. 
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JOO UE AM THE CENERAL ELECTRIC HOUR, BROADCAST EVERY SATURDAY AT 9 F.M., EST. ON A NATION-WIDE BBL wer wore 
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This year the e. p. 





are wagging the tail 
that wags the dog — 





We told you sof 


Six months’ New York City sales 


in $2,000-$41,000 


Price (lees 
Under $750 
Chevrolet 
Ford 
Plymouth 
Whippet 4 
Willys 6 (Whippet 6) 


2750-8 1050 
Chrysler 66 (65) 
DeSoto 6, 8 
Dodge 6 
Durant 405 (40) 
Durant 614-7 (60) 

erskine 
Essex 
Graham Std. 6 (612) 
Nash Std. 6 
Marquette 
Oldsmobile 
Pontiac 
Willys Knight 70 

$1050-8 1450 
Auburn 85 (80) 
Auburn 95 (90) 

Buick 118 (116) 

Chrysler 70 

Dodge D.C. 8 

Graham Sp. 6 (G. P. 615) 
Hudson 

Hupmobile 6 

Nash T.1. 6 (Sp. & Ad.) 
Oakland 

Roosevelt 

Studebaker Dict., Com. 


$1450-81950 
Auburn 125 (120) 
Buick 124 (121) 
Buick 132 (129) 
Chrysler 77 (75) 
Dodge Senior 
Graham 8 
Hupmobile C8 
Marmon 69 (68) 
Nash T.1. 8 (Advanced) 
Peerless 
Reo 
Viking 
Willys Knight 66 


6 Mo. 
1930 


62.4 
56.0 
63.9 
69.6 
65.3 


vl 


C= 
eon 


55. 
61. 
59. 
160.0 
60.5 
68.3 
58.9 
64.0 
60.4 
56.0 
63.0 
60.4 
61.7 


52.6 
49.8 
51.8 
49.2 
58.6 
60.2 
54.3 
50.9 


43.6 
50.8 
A4S.0 
a7 
50.0 
45.3 
59.9 
a2.3 
47.6 
56.5 
56.5 

39.1 


ee 9 


dd. 6 


districts 
Year 
1929 iner. D 
59.6 2.8 
S13 4.7 
60.8 a5 
55.8 13.8 
55.2 10.1 
50.6 4.9 
55.4 5.7 
54.8 4.3 
{ai 26:3 
56.0 4.5 
$5.1 13.2 
58.3 6 
61.8 23 
59.8 6 
46.4 9.6 
55.2 9.8 
55.9 4.5 
50.2 13.5 
17.8 4.8 
40.3 9.5 
51.0 8 
$7.5 2.7 
49.3 5.0 
53.6 
52.8 $.1 
S13 2.4 
55.1 4.9 
56.0 1.6 
10.3 3.3 
50.3 oD 
A0.7 io 
39.6 
48.1 1.9 
46.8 4.1 
15.9 6.4 
56.9 
39.3 17.2 
40.0 
45.8 9.9 


eer. 
To 


ho 
“I 


Source: The News 1929-1930 New Car registration analysis. 


Avrer the bears bit the seat of the business 
pants, long-range prophets (reasoning from 1920- 
1921 experience) predicted that in New York only 
the wealthy would purchase motor cars during 
1930 while the mass market would freeze. 

But economic cards have been shuffled for ten 
years. The middle class stopped buying cars in 
1921 because unit prices were prohibitively high, 
credit facilities for instalment buying had not been 
developed extensively, wages were generally cut, 
and families had accumulated little surplus in the 
few prosperous years between demobilization of 
the army and the crash. Today lower car prices 
fit more mass pocketbooks. Instalment buying 
spreads easy payments into the future. Wages have 
been maintained. And after eight years of the 
greatest prosperity in history the common people 
have billions more in New York savings banks 
than ever before! 

The wealthy, on the other hand, hold stocks at 
new lows, find dividends passed, profits lessened, 
and the world somewhat blue in tone. 

So the fact is that in New York City during 
the first six months of 1930, the middle-incomed 
$2,000-$4,000 districts (largest buyers of new 
cars in 1929) furnished an even larger proportion 
of sales to all but four of the forty-five models 
priced under $1,950—which group comprises 
88% of sales! 

Of these, the middle-incomed in the first half 
year bought— 

Better than 60% of 16 models— Chevrolet, 
Plymouth, Whippet 4, Willys 6, DeSoto 6, Durant 
405, 614-7, Erskine, Graham Std. 6, Nash Std. 6, 
Oldsmobile, Pontiac, Willys-Knight 70, Graham 
Spec. 6, Roosevelt. 

50-60% of 21 models—Ford, Chrysler 66, 
Dodge 6, Essex, Marquette, Auburn 85, Buick 118, 
Dodge D.C. 8, Hudson, Hupmobile 6, Nash T. I. 6, 
Oakland, Studebaker, Dict., Com., Buick 124, 
Dodge Senior, Hupmobile C8, Marmon 69, Peer- 

less, Reo, Willys-Knight 66. 
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45-50% of 5 models—Auburn 95, Chrysler 70, 
Buick 132, Graham 8, Nash T.I. 8. 
Under 45%, only 3 models 

Chrysler 77, Viking. 


Mass buyers are today’s majority customers! 


Auburn 125, 


Because of their active buying, business has 
been good in New York. The Market bought more 
than 80,000 new cars in the first six months, and 
from Labor Day to New Year’s will buy (conserva- 
tively) 35,000 new ears! 

There’s still huge volume to be had— if your 
advertising reaches your volume customers! 

But advertising can’t cover many through the 
two most used media! Less than one copy in four 
of papers “A” and “B’— most used by automotive 
advertisers—ever reaches volume districts. They 
cover respectively only 11% and 7% of the 


middle-incomed ! 


Tue News does a better job in star sales terri- 
tory, concentrates 45% of circulation in the 66 
middle-class districts, reaches seven homes in ten! 
In 55 of these districts The News covers more 
families than the Times, Herald Tribune, and 
World combined! And in the above-$4,000 dis- 
tricts The News gives 70% coverage witha quarter- 
million copies, reaches more families than any 
other medium—and more in the rich suburbs! 

It is the only paper read by almost everyone, 
wealthy, and middle-class alike! 

Because we have more customers to sell, we 
can sell more customers for you sell them better 
on small pages of highest visibility, at the lowest 
cost per reader, not only for New York, but for 
any newspaper or magazine in the country. Con- 


sider for Fall schedules! 


THE NEWS, New York’s Picture Newspaper 


Tribune Tower, Chicago + Kohl Bldg., Sau Francisco + 220 EAST 42nd STREET, NEW YORK 
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Sales Executives Predict 


Big Dealer Business in 1931 


(Continued 


motive Daily News has asked several 
of the leading sales executives to 
comment on conditions in their 
dealer organizations. These state- 
ments will be read with interest. 


M’DERBY SEES GREATER 
DEALER PROFIT 


By N. E. McDERBY 
Director of Sales, Auburn Automobile 
Company 


On August 1 we had 2 per cent. 
more dealers than we had on 
August 1 last year. The financial 
eondition of our dealer body, as a 
whole, I would say is better now 
than it was at the same time last 











from Page 3) 


year. I believe the majority of our 
fellows have made money so far, but 
it is going to take, in my opinion, 
very careful management, hard 
work and the cutting of expenses 
wherever possible in order that they 
may retain the profits they have 
made. I think the stocks of new 
and used cars in the hands of our 
dealers are much lower at this time 
than they were last year at the same 
time; consequently, I think our or- 
ganization is in an enviable posi- 
tion to take care of the upturn in 
business when it comes, which, of 
course, is bound to happen, 

In my opinion, a lot of dealers 
are going to pass out of business 
before the end of the year. This 
will be caused by two main reasons: 





First, those dealers who during the 
last few years have built up 
enormous overheads and cannot cut 
these overheads in proportion to the | 
falling off in their business; 


secondly, the dealers who are still | 


operating on the theory that the 
automobile business is a game and 


have not been aware of the remark- | 


able changes that are transpiring 
in the merchandising of motor cars. 
The latter type dealer the industry 
will be better off without, because 
it is my sincere opinion that there 
is no place in our industry for a 
dealer who is not a business man 
and who does not sincerely believe 
that the industry is on a solid basis 
and that the automobile must be 
merchandised the same as any 
other commodity. The day of wild 
trading and of giving automobiles 
away is over. 

We think that this business de- 
pression is the best thing that 
could have happened to business in 
general and to our industry in par- 
ticular. It needed something just 
like this to cause the industry to 


i: 2k grape ey 
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| pause, look around and take stock 
and do some real thinking about the 
future. I believe that those manu- 
| facturers and dealers who look at 


this thing in the right way and do 
| the right things will come through 
stronger than ever. 

Frankly, I believe there will be 
more money made in the automo- 
bile business by the retail sales- 
men and the dealers in the next 
five years than ever before, but, like 
any other business, it is going to 
take high-grade salesmen and real 
| business men to be successful, just 
the same as in any business. The 
jindustry is young and can be lik- 
ened to a new oil field or a new 
mining camp; everybody rushes to 
it, among them those who are look- 
ing for an easy way to get some- 
thing for nothing. This type during 
| the past few years has slowly but 
| surely been weeded out and this 
}period we are going through I 
|honestly believe will shake the re- 
}mainder out, and it is going to be a 
better business from every stand- 





WILLYS SIX 
1%-TON 
CHASSIS 


*695 


Whippet Four Light De- 
livery — $360. 
Prices f. o. b Toledo, O 







Dig into this profitable market 
with this profit-building unit 


e lhe field of commercial and agricultural transportation is rich 


with opportunities for vigorous Dealers. 


are an important part of the Willys-Overland line. 


And commercial vehicles 


The Willys 


Six 144-Ton Truck is a thoroughly up-to-date unit in every detail, 


and is proving a vital factor in raising transport efficiency and in 


cutting costs. 


and no added overhead. 


A fine product—new prospects—a good profit— 


Write or wire for particulars of the 


Willys-Overland franchise—trucks and passenger cars covering 


87% 


WIL 
WIL 





of the market. 


LYS-OVERLAND, 
LYS-OVERLAND, 


12-TON 


LID., 


WILLYS SIX 


INC 


TRUCK 


»§ FOLEDO, OHIO 
TORONTO, CANADA 
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point for those who look upon it 4$ 
a business. 

Then, too, I believe new people 
and new finances are going to comé 
into the distribution of motor cars} 
real business men, because it is go. 
ing to take a good business ma 
with a reputation for success hbé 
hind him, to secure finances fro 
our banking institutions. 

With all the pessimistic talk 
around, I have never felt more ope 
timistic about the future of our ine 
dustry in my life, because for th 
first time constructive thought by 
manufacturers is being given to th 
dealer’s welfare and out of it al 
will come a better understandin 

the dealer’s problems, aa 
appreciation of the big part thé 
dealer plays and, most important, 4 
fair reward for the effort and 
money the dealer puts into his 
business. 

Here at Auburn the dealer and 
his problems have been very close 
to us. All of us, from Mr. Cord 
on down, have been retail sales- 
men, and have been dealers and 
distributors; consequently we appre< 





ciate the things the dealer is up 
against and every move we havé 
made during the past five years, or 
since Mr. Cord came to Auburn, 
the dealer and his welfare havé 
been paramount in our minds, 
Now that others are taking the 
same attitude, which I hope will 
continue and is not simply caused 
by conditions, I believe the dealer’s 
place in the industry will be much 
better and more Profitable. 


HUPP DEALER NEW AND 


USED STOCKS LOW 


By R. S. COLE, Vice-President 
Hupp Moter Car Corporation 
| 


With reference to your letter of 
August 6, I am perfectly willing to 
give you any information which you 
believe may be of value to you. 

As to our dealer situation, we had 
1,644 distributors and dealers at the 
end of May, 1928. We reached our 
peak during the month of Novem- 








ber, 1928, when the number was 
11.770, This gradually dropped, until 
| January, 1930, when it was reduced 
Ito 1,544. 
However, since that date, even m 
lthe face of general —— con-= 
| ditions, we have bee able to in- 


|crease our esanaieaiien until at the 
end of July we had 1,618 distributors 
and dealers. 

Frem this you will note that we 
have been able to increase our nume- 
| ber of selling outlets 

As to their position with reference 
to new and used cars, we can very 
truthfully state that in view of our 
method of working with our organ- 
ization, which does not result in 
our shipping any cars unless they 
are specifically ordered, distributors’ 
and dealers’ stocks are in very satis- 
|factory shape, with a far lower num-= 
ber of new cars on hand than Jan< 
uary 1, 1930. 

A similar condition likewise exists 
in connection with their used car 
stocks, aS it has not been necessary 
for them to take in bad trades in 
order to move new Cars. 

Under these circumstances, Wé 
feel that when business does reach 
the turn our organization will be 
in a position to take full advantage 
of same. 

As to the financial condition of 
the dealer organization, quite frank 
ly, we believe our position is similar 
to that of practically the majority 
of all dealers, i. e. it is not as good 
= it should be 


BANKERS STABILIZE 
DEALER OPERATIONS 


By GEORGE C. TENNEY 
| General Sales Director, 
Moter Car Compan 


| Whatever else has happend in 
| 1930, the experiences of this year so 
| far have been of inestimable bene- 
fit to automobile dealers throughout 
the country who have succeeded in 
| studying conditions and readjust- 
ing their operations accordingly. 
It seems very likely that, when @ 
| definite upturn in automobile sales 





Marmon 


does come—as it must sooner or later 

dealers by and large will be 
in a better position to realize more 
fully than ever before the profits 
that will result. This year, we all 
| hope, will make the automotive ine 


(Continued on Page 16) 
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PACKER’S 79 TRUCKS COVER 
OVER 70 DELIVERY ROUTES 


Drivers Average 55 Stops Daily; Salesmen’s 
“Trouble” Slips Big Aid in Reducing Long 
Repair Jobs 


By K. H. LANSING 


WENTY years ago, when the big pork packing and pork | 


products manufacturing concern of John J. Felin & Co., 
qe 4142 Germantown Ave., Philadelphia, had only fifteen 
(lelivery routes served by teams, it started to introduce motor 
trucks in that department as an experiment. 

According to William Felin, the “——————————— 
president, increasing motorization 
of its transportation facilities has | over any considerable distance.” 
been followed out because it was An idea of the size of the plant 
soon dscovered by the company | and its operations may be had from 
that sales could be made effective | the following: 
in no other way under modern con- The plant covers fourteen acres 
ditions, Today the company is | 24 consists of two large buildings 
operating a mixed fleet of seventy- Joined together. Two garages are 


maintained, in addition to stables. 
nine trucks in the Philadelphia area 


It sells approximately 70,000,000 
and fifteen commercial cars in New | pounds of products, both pork and 
York city, where it maintains a/| beef, in a year. 
sales office. While twelve teams In 1929 it killed 450,000 hogs and 
are still being operated, principally 
on side streets and in_ localities 
close to the plant in Philadelphia, 
it is the expressed intention of the 
house to standardize on _ truck 
transportation about the first of 


are able to make quick deliveries 








per week. 

It delivers, on an average, 100,000 
pounds of beef per week. 

The Philadelphia fleet is made up 
las follows: 


forthcoming year. Last year the| ‘Thirty-four White trucks, consist- 
company bought and put _ into ing, respectively, of twelve three- 
operation twelve new trucks, and| — a 


sold 1,000,000 pounds of pork alone | 








ema 


9 


quarter-tonners, eight one-tonners, tingencies which might arise on a | plies. The men in charge of lubrica- 


four one-and-one-quarter-tonners, 
|two two-tonners and eight three- 
tonners. 

Twelve G. M. C.’s, respectively, 
| ten trucks of one and one-half tons 
|and two of one ton each. 

Eight Macks, respectively, one of 
one and a half tons, four of two 
itons, two of three tons and one of 
five tons. 

Seven Autocars, respectively two 
of one and a half tons, two of two 
tons and three of two and a half 
| tons. 


ione International of two tons, one 
|Garford of two tons, one Sterling 
of one and a half tons; two Relay 
trucks, respectively, three tons and 
two tons; eight Diamond T trucks, 
jeach of one and a half tons; one 
iChevrolet of one ton and_ three 
Fords, each of one ton. Total, 
| seventy-nine. 

| ‘The standard color is dark green, 
‘with gold lettering. Most of the 
trucks are of panel body construc- 
jtion, with a double door in the rear 
‘and a single door on each side. 
| Those that are not panel bodies are 
inclosed with coverings. About a 
|dozen units have dry ice refriger- 
ators installed within as an experi- 





ment, and three of the trucks are | 


‘standard flat-bottomed “beef body” 
units. 


straight salary of $18 a week and a 
!commission which varies on dif- 
|ferent items sold by them. Each 
|carrfes on his route an inspection, 
lor “trouble” slip, on which is 


printed the names of various truck | 
}parts and descriptions of con- 


One Pierce-Arrow of five tons, | 


The driver-salesmen are paid a} 


route, these to be checked, or have 
the kind of trouble developing writ- 
ten in an opposite space for the 
purpose. On his return trip to the 
garage, the driver presents his 
filled-out slip to the superintendent 
of transportation who, in_ turn, 
reads it and turns it over to the 
ishop foreman for the work to ke 
done on the truck, or the tests to 
be made. All work reported on in 
| this way is attended to immediately, 
so the driver may have his truck 
on time, if possible, the next morn- 
ing. 

While the reports on the drivers’ 


there is always plenty of work like 


|tinuous process in the shop. The 
fact that the fleet is comprised of 
such numerous units of so many 
different manufactures, makes the 
maintenance problem not an easy 
one. 


truck nightly, with brakes, steering 
gear and general operating condi- 
tion carefully inspected for safety 
and reliability. Tires are tested for 


travel. There is no mileage, or 
time basis of general inspection in 
the shop, the work suggested on the 
drivers’ trouble slips and the in- 
spection the trucks receive at that 
time eliminating the necessity 
therefor. 

Each driver signs a form for every 
quart of oil and gallon of gasoline 











the year previous, fifteen. It now 
has seventy-three provision routes. 

Ordinarily, not more than five to 
seven trucks are off the streets on 
any working day, such units con- 
stituting those held in reserve and 
those undergoing repairs in the 
shop. The seventy-three provision 
routes are covered by the driver- 
salesmen, or route men, each of 
who starts out daily with a load to 
peddle to his various retailer cus- 
tomers and prospects. He makes 
only one trip a day, taking, natur- 
ally, only cne load in the course of 
that time. Four trucks, in addition, 
make direct deliveries to the whole- 
Sale trade and three trucks, outside 
of these groups of units, are engaged 
in making wholesale deliveries of 
beef, which is a side line of the 
concern’s business. Trucks in the 
wholesale trade average two de- 
liveries a day. 

The trucks driven by the sales- 
men may travel anywhere from fif- 
teen to 110 miles a day, but a con- 
Servative average is thirty miles per 
truck. From thirty-five to seventy 
stops per salesman may be made in 
a day, but the average is fifty-five. 
None of the trucks delivers outside 
of a fifty-mile radius from the 
plant. 

The load weight carried by the 
trucks varies from a minimum of 
1,500 pounds to a maximum of 8,000 
pounds and on the heavier routes 
each driver-salesman has a helper. 
Half a dozen route foremen exer- 
cise a certain amount of supervision 
over the driver-salesmen, who watch 
for and report on the opening of 
new stores likely to become custom- 
ers of the company. 

“If our provision route proposi- | 
tion was merely one of driving up 
and delivering,” said Mr. Felin, “we 
could probably get along very well 
with decidedly fewer trucks than we 
are now using; but the drivers, ow- 
ing to the nature of their work, 
have to take considerable time out 
in stops and in selling efforts. We 
have been buying trucks of smaller 
capacity, of late, and find we get 





fittings is cold-flowed onto t 


zinc or solder is applied. 


Lay Brake Controls. 





better service out of them. Our 
truck capacities range from three- 
quarter ton to five tons, but now 
we are principally buying units of 
one ton, and a_ ton-and-a-half, | 
whereas formerly we _ purchased | 
chiefly those of two tons’ capacity. 
“The dozen two-horse wagons 
that we still overate have a ca- 
pacity of 4,090 pounds each. The 
cost of team operation is becomtng 
relatively high, and the drivers are | 
unable to ma! good time through 
traific with them under present 
conditions. I nteresting to 
know, thoug! t ty y years ago 
We were ai to almost as 
good deliv th our teams |! 
as we do With our tru under the 
modern traffic condi We have | ag 
not saved money 0 motorizing 





our transportation department, but 
ij is the only method whereby we! 


” ve ‘ . <6 fe 

ind fittings “cold flowed” 
The illustrations show how ihe end fit- 
tings seize the strand. The metal of the 


filling each interstice or space between 
surface wires with metal. Full strength 
of the strand is assured because no heat, 

The “Tru-Lay — Tru-Loe 
of applying fittings to strands and cables 
made possible the developme 


Tru-Lay Brake Controls are safe ! 








he strand, 


” method 


nt of Tru- 


TIGHT 


GREASE. 
WATER 
PROOF 


‘LESS 
PARTS . 





slips thus cover the smaller troubles | 
developing on runs during the day, | 


overhauling to done, and tearing | 
down of some of the _ trucks’ | 
mechanisms is virtually a con- 


To simplify it as much as pos- | 
sible, close attention is paid to each | 


inflation at the end of each day’s | 


drawn for his truck, and close ac- | 


tion cover this work at both garages 
where the trucks are stored. Each 
truck is washed frequently, so that 
the fleet units present an attractive 
appearance in action. 

The garage force consists of five 
| men, in addition to the transporta- 
tion superintendent, and the repair 
shop is equipped with drill press, 
|} arbor press, electric drills, high- 
| speed lathe, shaper, welding outfit, 
valve refacing machines and the 
usual bench tools for the mechanics. 


WITH THE S. A. E. TODAY 
AT CHICAGO 


WEDNESDAY, AUGUST 27 
Airplane Design—10 A. M. 
Mac Short, chairman, Chief 
Engineer, Stearman Aircraft Co. 
Weight Saving by Structural 
Efficiency—Chas. Ward 
|} president, Hall Aluminum 
|} craft Corp. 

Weight Saving by Structural 
Efficiency—A. A. Gassner, Chief 
Engineer, Fokker Aircraft Corp. 


Spinning Characteristics and 
Control—8 P. M. 

Dr. Geo. W. Lewis, chairman, 
Director Aeronautical Research, 
NW. & ©. A, 

Symposium: 15 minute discus- 





Hall, 
Air- 


sions by Carl B. Harper, Lieut., 
U. S. Navy, retired; Paul E. Hov- 
gard, Keystone Aircraft Corp.; 


| 
Temple Joyce, Berliner-Joyce 
Aircraft Corp.; Garland P. Peed, 
|| Jr., Aeronautical Engineer; H. A. 
Sutton, Aviation Corp.; Fred E. 


Weick, N. A. C. A. 





RU-LAY Brake Controls mark another step towards 
simplification of automotive design. Ordinarily you 
have a multiplicity of parts and complicated design to 
compensate for axle and wheel movement. 
The Tru-Lay Brake Control is flexible. It is free to 
bend with wheel and axle movement. The moving part 
of the Tru-Lay Brake Control is a special preformed 


Nothing to require 
Write or wire for full 


AMERICAN 


‘ 


New York Centra 


SIMPLE 


EFFICIENT 


in Associate Company of the American Chain Co., Inc. 
3-111 General Motors Bidg. 
Executive Offices: 


strand which slides in a bath of grease in a water-proof 
conduit, especially designed for this type of work. 


service. Nothing to get out of order. 
information. Address: 
ABLE COMPANY, Ince. 


Detroit, Michigan 


| Bldg., 230 Park Ave., New York, N.Y. 
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GREYHOUND LINES SETTING UP. | 
NEW SAFETY RECORDS BY THEIR 


METHOD OF TRAINING DRIVERS 


Operates 54,848 Miles Per Accident in One Month 
By Schooling and No-Accident 
C~ ntests 


By Mi. STOCKING 

UT of the accumulated experience of large-scale opera- 
tions, by constant study and intensive efforts the 
Greyhound Lines, operating intercity and transcontinental 
bus lies, are setting up new safety records. Month by month 
more and more miles are traveled without accidents and the 

rate of mishaps per bus miles traveled is steadily lowered. 

In August, last year, the system’ 

operated with an average of 10,882 
miles traveled for each accident. 
Last month the average was 46,469 
miles per accident, while in June 


the record was 54,848 miles. These 
records include all accidents, even 


Be 


of @ minor nature where no damage 
was done. 
serious nature have been reduced 
even more markedly and consist- 
ently as shown by the following 
figures covering twelve-week con- 
test periods: 


Tie on this tag. 


Accidents of a more! 


| 


| 


| ments 


MILES OPERATED PER 


Period (12 weeks each) 
F. 1, 1929, to September 22, 1929 
| September 23, 1929, to December 15, 
| December 16, 1929, to March 9, 1930 
| March 10, 1930, to June 1, 1930 


These figures reveal that the 
number of miles operated per ac-| 
|cident has been almost quadrupled | 


in less than a year, while accidents 
per 1,000 miles have been reduced 
75 per cent. 

Such remarkable accomplish- 
in safety and efficiency of | 
operation need explanation. They 
were attained only by study and} 
planning and careful selection and 
training of drivers. Safety training 
has fallen chiefly upon Marcus A. 
Dow, manager of the department 
of safety and personnel. Marcus 
Dow is a man who lives and 
breathes and has his being in safety 
work. In all his efforts he has been 
well supported by O. S. Caesar, 
president of the Greyhound Lines, 
and by other officers and managers. 

Plans for the safe operation of 
buses and regular maintenance of 
schedules start with the selection 
of bus drivers. Candidates, who! 
usually are selected by the regiona) 
managers, must meet rigid physical 


ready 


bus 


5 fee 


be 


driver 


t, 


ACCIDENT 
Accidents 
Miles per per 
accident 1,000 miles 
« .12,487 .080 
séecb 552 «17,905 .055 
VOeuvesesesetoees 21,236 .047 
48.862 .029 
requirements. Like an aviator a 
bus driver must be strong, alert, 


to meet emergencies quickly. 
He who aspires to be a Greyhound 


must 


measure 
8 inches in height, 
weigh at least 160 pounds. 
24 to 30 years of age although | 


at least 
and must | 
He must | 


experienced bus drivers with satis- 


factory 


records may be considered 


if they are not more than 35 years 
of age. 


Quite as 


else, 


important as anything 


the candidate must present a 
He must be clean 


good appearance. 


He must be gentlemanly. 


agement insists on these 


Th 


e man- 


require- 


ments for two very good reasons. 


First, 


careless in personal appearance may | 
in his work, or, 
many endanger his personal heal 
Furthermore, 


not be careful 


the man who is slovenly or 


bus drivers 


company’s salesmen; 
have a_ direct 


public. 


If 


a 


man can 


We want this car to be a 
source of satisfaction to you: 


Nr aitoes elects tn cell ie ce) 
use only the best lubricating 


eri tn 

When this car 
livered to you 
STATE MOTOR 
in the crank case 
urge its continued 
eimai en 


OVER 


eT 
(o)08 


use 


de- 


QUAKER 


aoe 
and we 
tor 


..and tie into new ere 


Ir you prefer to say “au revoir” and not “farewell” 
to new car customers, get acquainted with this Quaker 
State Tag. 

It’s the casiest way in the world to keep customers 
coming back, to build good-will—and to build a 
mighty good oil business in thie bargain. All you have 
to do is put Quaker State Motor Oil in the crankcases 
of the new cars you sell. Then tie the tag on the steer- 
ing post. Right then and there you’ve got a new 
member on your sales force. 

For the Quaker State Tag says more than is printed 
Between the lines those new car customers 
“The man who sold this car is in- 


on it... 
read this message. 


The original certified pure 
Pennsylvania Motor Oil] 


QUAKER STATE 
MEDIUM MOTOR OIL 


QUAKER STATE 
MEDIUM HEAVY 
MOTOR OIL 


QUAKER STATE 
HEAVY MOTOR OIL 


QUAKER STATE 
AERO OILS 


QUAKER STATE 
TRACTOR OILS 


QUAKER STATE OIL REFINING CO., OIL CITY, PA 





contact 


meet 





are 


he 
th. 
the 


the men who 


wi 


these 


terested in its performance. He wants it to give com® 
plete satisfaction. He’s a good man to buy cars from 
- a good man to buy oil from . . 


tell my friends about.” 


a good man to 


In this connection we have words of wisdom from’ 
Mr. C. C. Daily of the Woods-Daily Motor Co., of 
Martinsville, Indiana. Mr. Daily says: “‘The greatest 
factor about Quaker State Motor Oil is that it does 
not require any time to sell, for once a user of Quaker 


State always a user.” 


There’s not the slightest doubt about it . . . Quaker 
State Motor Oil in the crankcase of new cars and the 
Quaker State Tag on the steering post will do a three- 
fold selling job for you. They will keep those new cars 
free from lubrication troubles. They will build your 
oi] business. They will tell new car customers that you 
are interested in a car after the sale is made—and 
those new car customers will tell the wide world that 
you are a good man to do business with! 


Quaker STATE 


TRADE-MARK PEG U & FAT OFF 


MOTOR OIL 


Get that extra quart in every gallon 


th the 


initial 





requirements he is given an applica- 
tion blank to fill out. This provides 
a test of education and intelligence. 
If passed by the regional man- 
ager, the candidate then is givélt 
a thorough physical examination. 
Heart, lungs and other organs are 
examined. He is tested for mus- 
cular coordination, color blindness, 
side vision and various other de- 
fects. The mouth and teeth are 
carefully examined. The candidate 
is not accepted if he has a dirty 
|}or unhealthy mouth, for that be- 
tokens carelessness or a likelihood 
| that he cannot maintain a healthy 
mental and physical condition. 


After having passed all requife- 
ments up to this point the applicant 
is given a test run in a special bus 
without passengers under the super- 
vision of a carefully selected driver, 
| who reports to the regional man- 
lager or superintendent of 
If the report is favorable the re- 
gional manager sends the applica- 
tion, accompanied by photographs 
and physician’s report, to Marcus 
Dow, manager of the department of 
safety personne] at Cieveland. 


Although at this point the train- 


drivers. 


ing of the applicant begins at the 
regional point, he is not yet ac- 
cepted. At Cleveland, the safety 


and personnel department is making 
a thorough investigation. Letters 
are written to the candidate's refer- + 
ences. His record is scrutinized. In 
ithe meantime the applicant is given 
| the driver's book of rules and the 
j}maintenance manual for drivers 
| and his training as a student driver 





jis continued for two or three weeks 
| On regvlar runs, where he may be 
jemployed, the regular driver sits in 
lone of the front seats, closely ob- 
jserves the student and gives advice 
and instruction, particularly in re- 
|spect to safe and careful operation. 
|Also, there are forms to be made 
jcut, dispatch sheets to handle and 
other matters of business The 
| student comes under the super- 
}vision of quile a number of veteran 
drivers, each of whom makes a re- 
port to the regional manager on the 
ineophite’s ability. One unfavorable 
report is enough to disqualify the 
applicant. 

When the regional manager fi- 
nally approves the applicant he is 
sent to the department of safety 
and personne] at Cleveland. The pr- 
riod of regional] training varies. ac- 
cording to the student’s progress 
j}and ability. At Cleveland the stu- 
dent goes into a special schoo) for 
seven days of intensive training. 
|He joins students from cther re- 
gions. 

During this week of _ special 
schooling approximately half of 
each day is spent in road tests un- 
der the supervision of the director 
of drivers. The other half of the 
day is spent in classroom instruc- 
tion, which consists of safety lec- 
tures and mechanical instruction. 
Edward Markstrom, chief driving 


instructor, drills the student drivers 
in the rules and regulations. Stan- 
ley Keagle, chief mechanical in- 
structor, drills them in locating all 
of the common forms of trouble, as 
well as most of the uncommon 
forms. Problems are presented for 
solution, practice is given in taking 
apart and assembling the mechani- 
cal equipment and written tests are 
given after lectures and discussions. 
Finally, Mr. Dow, head of the de- 
partment, makes a final talk, warns 
the class again that under no con- 
ditions are buses to be driven faster 
than forty miles an hour. He re- 
views the important things to re- 
member. After this talk he goes to 
his office, where he interviews each 
man personally, asks him a few 
questions, tells him what is ex- 
pected of a full-fledged Greyhound 
driver, and, if the student then is ac- 
ceptable, and not until then sends 
him forth with a hearty handshake 
and very best wishes for success. 
With a uniform, badge and tool kit 
the student is assigned to the extra 
board as a driver—a full-fledged 
Greyhound driver, who may be 
as proud and as cocky as a marine. 

Now comes the period of per- 
formance. The Greyhound system 
aims to give the driver both an in- 
centive for safe operation and a 
penalty for accidents. The driver 
has been carefully selected, rigor- 
ously trained. In him is instilled a 
pride for his organization, his uni- 
form and his responsibilities. 

In order to maintain and improve 
standards of safety, a system of 
regional contests and _ personal 


(Continued on page 14) 
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always 
A MARKET FOR 


No owner has ever said, “My car 
is too comfortable.” 


The market for comfort never 
reaches saturation. For comfort 
is a human requirement. It is not a matter of price or style 
or social position. 


Comfort is always worth more than it costs. 


For more than twenty years Gabriel has specialized on 
devices that contribute to the car owner’s comfort, con- 
venience, and safety. 


Gabriel Triple Hydraulic Shock Absorbers are precision- 
made, and operate on a unique new principle that insures a 
comfortable ride on any road. Standard equipment on Black- 


COMFORT 


hawk, Checker Cab, Elcar, Hudson, 
Hupmobile, Jordan, Marmon, 
Peerless, Stutz, and the German 
Adler, Maybach, and N. A. G. cars. 


Gabriel Gauges. Accurate and dependable dash indicators, 
showing when car needs gas, when crank case needs oil, 
when battery needs water. 


Gabriel-Anderson-Ajax Steel Spring Covers protect springs 
against dirt and corrosion, and insure silent uniform spring 
action. Standard on most fine cars. 


Gabriel Sales and Service available through 2,743 dealers 
and distributors in United States. Authorized represen- 
tatives in South America, Europe, Africa, and Australia. 





Address: THE GABRIEL COMPANY . Cleveland, Ohio 










Gabriel 

Gauges - Oil 

Battery 
Gas 


Accurate and de- 
pendable. Tell at 
a glance when 





Gabriel Triple 
Hydraulic Shock 
Absorbers 


Precision made to hold 


the engine needs 
oil, when the bat- 
adjustment indefinitely. tery needs water, 
Operates on a unique and how much 


double acting principle. gas in the tank. 








Gabriel- Anderson-Ajax Steel Spring Covers 


Armored protection for springs. Insure uniform, 


silent spring action under all conditions. 


BRIEL 


COMFORT IN MOTORING 
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| Production -- Engineering - - Factory - 





Engineers Comment on 
Recent Developments 


(Continued from Page 3) 


Daily News has written to the chief | their work in this direction probably | 
engineers inviting them to comment | will cause some changes from pop- 
on the present trends and possible | pet valve type engines. 
future developments. These com- Public acceptance of the free 
ments are presented herewith. wheel holds the key as to whether 
During the past twelve months further effort will be devoted to this 
there have been a number of out-/| development. It is impossible at 
standing changes in the design, both | the present time to predict how| 
exterior, interior and chasis of the strong a hold free wheeling will’ 
passenger cars offered to the public. gain on the motoring public. 
In that time we have witnessed | In the personal opinion of the| 
Sees ito the Se Peck alae | Seana, See . oye = = 
: . . €’- | been made toward increasing e 
= preg aterge and during | quietness and ease of shifting of the 
the same Deri front-drive cay are |tarce-spood tranemiasias will pee 
eee ; ~~ | vem e general adoption o e 
been numerous refinements in Bear \ four-speed type. Anything which 


| 





boxes and engine designs. 
Many of these developments, 
which recently have been incorpor- 


ated in production cars, have been | 


Jeng discussed by engineers. Auto- 
motive Daily News is pleased to 
present the opinions of engineers as 
they view the problems at the pres- 
ent time. 


ONE-MAN’S GUESS AS 
GOOD AS ANOTHER’S 
IN ENGINEERING 


By GEORGE H. FREERS 

Chief Engineer Marmon Motor Car 

' Company 

To the present time no engineer- 
ing development has been contrib- 
uted which appears likely to replace 
the poppet valve. 
work with two-cycle engines and 
with rotary valves is now being un- 
dertaken by several engineers, and 





Experimental | 


|tends to complicate operation by the 
| driver should be avoided by the de- 
| signer. X 
Experiments now in progress in 
the laboratories of the automobile 
|industry indicate that developments 
|in design and construction will be 
most pronounced in the field of 
manifolding and cylinder head de- 
sign. Closely allied in this work is 
the development of multi-cyclinder 
engines, since the practical appli- 


|eation of the principle of more cyl- 


inders and smoother operation de- | 
pends upon improvements in car-| 
buretion and combustion. 
The Marmon double-dome com- 
bustion chamber, for which a patent 
has been applied, resulted ina power 
increase of 10 per cent. in the per- 
formance of Marmon straight-eight 
|engines, and it is felt that progress 
| along this line has only begun. 
The front-wheel drive is still the 


jobject of a great amount of re-| from sixty to ninety miles per hour, | 





drive as the standard of the indus-|ing at them. 


try in the very near future. 





In fact, few owners 
know of all the parts that are work- 


All in all, it seems impossible to|ing, much less knowing where to 
predict with certainty any changes | look for them. 


or developments of an engineering | 
nature in the near future, One 
man’s opinion appears to be as good 
as another's. 





NEXT FEW YEARS WILL 
SEE GREAT CHANGES 


a | 


By S. R. THOMAS 

Chief Engineer, Peerless Motor Car 

Corporation | 

Developments in design and con- | 
struction of automobiles we will see 
within the next few years should, 
indeed, be interesting. 

The American public, contrary to 
prophecies of a few years ago, is 
paying no more for fuel than it did 
then, but, on the other hand, is de- 
manding better performance each 
year, and the least amount of effort 


|on the part of the driver in operat- 


ing the automobile. 
When one stops to consider what 


is placed at an owner's disposal, it | 


is, indeed, a wonder that more 
could be desired. 

For instance, the home of today 
has no such accommodations as 
even the lower priced automobiles. 
In 99 cases out of 100, you have to 
get out of your chair to turn on 
the lights, and even in the latest of 
kitchens, a person is continually 


; moving from place to place, with 


no centralized system for saving in 
effort. 

In the automobile, if one is forced 
to make the slightest reach, imme- 
diately a complaint is registered. 

I have often wondered if the lay- 
man realizes that in his vehicle, 





which is probably capable of speeds 


|search, but it is doubtful if front through space, that he is the oper- 


‘driving will supplant the rear-wheel 


More than 
500,000 FAMILIES 


Enjoy this new freedom! 


Oil heat is the: modern solution to the 


problem of heating the home. 


than half a million 
new freedom—new 


To mere 
users it has brought 
leisure—relief from 


needless worry, dirt and drudgery. 


The growing faver 
oil heat 


of clean, automatic 


is not aecidental—it reflects 


the enthusiasm—the endorsement—of 
those who appreciate its many benefits 
... of those who believe that comfort, 
convenience, cleanliness, healthful con- 
ditions, are essential to better living. 


Hew you may 


capitalize 


the growing 


acceptance of oil heat is outlined in a 


new booklet, “Broaden 


Your Market.” 


Send for a copy TODAY. 


OIL HEATING INSTITUTE 
342 Madison Avenue, New York 





Oil Heating Institute, 





342 Madison Avenue, New York, N. Y. 


Please send me, without charge. your booklet entitled, 


“Broaden Your Market.” 
Name 


I ee ae 


ator of not only this vehicle, but of 
a complete electric lighting plant, a 
cooling and radiation system which 
might be compared to a miniature 
water works system, and a power 
plant that instantly responds from 
the lowest idling speed to speeds 
hitherto undreamed of. 

He starts immediately, no time be- 
ing required for the generation of 
heat and has at his command de- 
vices for instantly transferring a 
liquid into power. 

He is relieved of any manual ef- 
fort and the wails would be loud 


Still, on top of all of this, there 
will be steady improvement, prob- 
ably along the following lines: 

Contrary to indications of a few 
years ago, the poppet valve motor 
has been steadily gaining in pop- 
ularity. I foresee refinements in 
this type, and within the next few 
years, few deviations from it. We 
may see a few examples of sleeve 
valve, rotary valve or two-cycle de- 
signs, but the entrance of the two 


| latter into the field would not great- 


ly affect the poppet type. 

Public demand for acceleration 
and speed is leading us to greater 
piston displacement, the limit of 
which has been reached in the 
Straight Eight of the larger sizes. 
This is due to the length of the 
motor and the next step will be 
cylinders in multiple of the six and 
eight, so arranged as to occupy not 
more than the space of the present 
larger size eights. Here lies the pos- 
sibility of cylinders in numbers from 
twelve to twenty-four, with also the 
possibility of radial designs. 


Gear sets will be developed in 
connection with these motors. The 
tendency is already here to provide 
perfectly quiet driving in the second 
speed of a 3-speed unit, or the 
third speed of a 4-speed unit. 

With the added torque of the 
larger displacement motors, the 4- 
‘speed transmission will become 
}unnecessary and the ratio of the 
second will be moved nearer to that 
of the third or direct. 
| All gears will be practically noise- 
less and no doubt interesting means 
of shifting will alleviate the effort 
of the driver. The writer believes 
there is great possibility in the hy- 
draule clutch and transmission, with 
its infinite range of torque possibi- 
lities. The shifting of any of these 
types of transmissions will be quiet 


| 





driver be an expert in this art. 
Regarding front wheel drive, the 
writer does not think that there will 
be any great gain in popularity of 
this type, although, of course, there 
will be some designs brought 
through, the popularity of which, 
| time will determine. 
| Free wheeling is a subject that is 
closely allied to braking and possibly 
future legislation of the various 
states. The writer is of the opinion 
that with speeds over the road to- 
day, which will probably increase 





if, from his seat, he could not easily | instead of decrease, within the next 


reach the means for starting. 


He expects in this assembly of 


highly specialized parts that they 


few years, the gain from free wheel- 
ing will be offset by its dangers. 
Not only does free. wheeling, im- 


will function satisfactorily for long| properly executed, throw excessive 


periods of time, without even look- 













meaning to brake lining 
unqualified guarantee. 


fleets. 


man’s friend’! 
use Nonseor! 


BRAKE 


Manufac 


Guaranteed— 


to prevent drum scoring. 


Nonscor—the semi-metallie lining—has given new 


It is standard equipment on America’s finest cars— 
it is standard replacement lining on many important 


Nonscor is easy to apply—maintains its adjustment 
—cuts down wear and maintenance expense—allows 
a smartly controllable stop with easy pedal, under all 
climatic conditions—preserves the drums. 


It is rightly called by service men—‘the garage 
To cut down brake service trouble— 


Nenscor 


FLEXIBLE 


‘tured by 


UNION ASBESTOS & RUBBER CO. 
54th Avenue & 18th Street - - 


strains on certain parts but in its 





/ 


economy—because of this 


LINING 


Cicero, Hl. 


and it will not be necessary that the | 
y | By Delmar G. Rees, Chief Engineer 








treme 





connection with the rear wheels, 
counteracts some of the safety giv- 
en the public by four-wheel brakes. 

Even with the best braking sys- 
tems of today, adjustments are 
necessary from time to time, but in 
all cases, lining wear and drum 
scoring, to a certain extent, is the 
skeleton, and looking at these facts, 
brake construction and drum lin- 
ing will have to be improved if free 
wheeling is to gain in popularity. 

As stated above, the American 
public does not seem to be so much 
interested in the few dollars saved 
in fuel and oil per year, as it does 
in the performance of the automo- 
bile in general. 

In twenty-three states and the 
district of Columbia, coasting in 
neutral is prohibited. 

There is another thing to be con- 
sidered in connection with free 
wheeling, which the writer thinks ig 
important, and that is the gyroe- 
scopic effect of the rotating cranke 
shaft and flywheel of the enginé, 
much better control of the vehicl 
being possible with this effect at al 
times, varying directly as the speed 
of the vehicle itself. There is a cer- 


‘tain stabilizing influence of this ef- 


fectve rotating mass which is not 
to be overlooked. 

During the past few years, as 
piston displacements have increased, 
car weights have done likewise. 

Car weights will be reduced and, 
with greater piston displacement, 
performance will increase. 

The reduction of car weight re- 
quires more expensive materials, but 
the balance of performance against 
cost, will, in the end, find its own 
crac, in the mind of the pub- 
ic. 


QUIETNESS, SMOOTHNESS 
ARE PRESENT DEMANDS 


Studebaker Corp. 

In looking over the industry, it 
is quite apparent that it is in the 
throes of a great change. The 
numbers of companies are. being 
reduced and combines. will be 
formed,- ultimately reducing the 
number of manufacturers probably 
to quite a few less than there are 
now. In the meantime, while the 
struggle for existence goes on,. it 
produces a desperately competitive 
situation. There is a tendency on 
the part of the various r.anage- 
ments to reach out eagerly for any- 
thing that is startling, nevel, ex- 
and calculated to excite 
public interest. This will result in 
some real progress, and it will also 
result in some spurious progress, 
because, under these conditions, 
very often changes are incorporated 
which, while they attract tempor- 
arily the public following, are 
neither sound nor permanent in 
their character. 

Highly competitive selling con- 
ditions induce dealers, and through 
them the sales managements of 
companies, to ask and encourage 
frequent changes. This is resulting, 
at the present time, in a hugh bill 
being laid on the door-step of the 
car manufacturers, first, for en- 
gineering expense and development; 
second, for cost of new tooling and 


(Continued “en page 13) 


caieniianenataitinsimnteme 


SUCCESSFUL EXECUTIVE 
AVAILABLE 


27 Years’ Automotive Experience 


im 





Every position from office 
boy to Vice-President and 
General Manager, including 
following: auditor, service 
manager, retail sales man- 
ager; wholesale sales man- 
ager, general manager fac- 
tory branch, maintenance 
manager. Available on short 
notice to passenger car or 
truck company. Eastern 
territory preferred. 


Write Box 265, Automotive 
Daily News for further 
details, references, etc. 
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Black & Decker Polisher 
Speeds Refinishing 


Black & Decker Manufacturing Company, Towson, Md., | 
recently announced their portable electric polisher. This 
machine was devised to restore the lustre to automobile 
finishes which have dulled in service and which until recently 
was a manual operation, 2) {7 ee 

[he first step in the polishing | grit. A liquid cleaning and polish- 
ing compound is then applied to 
about two square feet of surface 
and immediately worked with the 
electric polisher. This machine 
tonsists essentially of a flexible disc 
covered with a pad-.of lamb’s wool 
and revolved by a motor through a 
train of gears at a speed of ap- 
proximately 1200 r. p.m. When the 
compound is worked with the 
lamb’s wool pad, it very quickly re- 
moves the road film exposing the 
original pigment. A thin coating of 
wax is then applied to the cleaned 
surface and is burnished to a high 
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ENGINEERS SEE 
MANY CHANGES 
IN CAR DESIGNS 





| quietness 


(Continued from page 12) | 


plant rearrangement; third, and 
usually by far the greatest, costly 
advertising campaigns to acquaint | 





the public with these changes; and, | 
fourth, the obsolescence of cars in | 
the hands of the public and dealers | 
which are actually still very good | 
automobiles, and which, in many} 
cases, are practically new or brand 
new cars. This bill’ is costing the 
whole industry a great deal of 
money at a time when it would be- 
hoove every manufacturer to con- | 
serve his resources. It is a2 situa- 
tion which is supposedly unavoida- 
ble as long as competition of an un- 
restrained character exists, so that 
the question then becames a race 
between the steadily rising bill, 
owing to changes, and the ability 
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changes 
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conservatism and wisdom on 
the part of manufacturers and en- 
gineers as to the selection of 
which should be adopted 
during the coming months. 

It ls unquestionably true that all 
changes which work toward greater 
and smoothness will be 
well received on the part of the 
public and will add to the perma- 
nent following of any make of car. 
This may be achieved in increasing 
the number of cylinders over and 
It is certainly to be 
hoped that we can stop at sixteen, 
the principal advantages of the 
multiple cylinders being a smooth- 
ness in pick-up at low speeds, where 





a 


box. Three very distinct lines of 
development are being followed, all 
calculated to improve gear shifting 
and ease of operation, as well as 
silence—one, by making the steps 
less between gear ratios, as in the 
case of the four-speed gear box; 
second, by synchronizing, as in the 
case of the synchromesh, and third, 
by the elimination of inertia, in- 
stead of synchronization, as in the 
;case of free wheeling incorporated 
in. the gear box. Real progress has 
been made in quieting the trans- 
mission by the use of internal, heli- 
cal, or herring-bone gears, and, with 
| these tremendous contributions of 
|new ideas and gear box design, and 


ordinarily torque reaction makes it-| With such a diversity of views, now 
self evident. It is questionable | that the movement has been start- 
whether at higher ranges of speed | ed, we can expect still more radical 
it is necessary to go to so many | 2nd novel developments in gear box 
cylinders, unless extremely large | design. as ae 

amounts of power are to be handled.| 4S regards the chassis, it is rather 
Excellent results can be ob-| Surprising to the writer that the 
tained by mounting the motors on | independent wheel suspension has 
insulating mountings, which results | "°t yet been taken up and aroused 
not only in effecting greater smooth-|™O0re interest on the part of engi- 
ness but also very largely reducing | "°©?S- The contribution of this 
noises and body reverberation, | COMStruction to riding qualities is 
Some attention will be given in the|"@™arkable and the many limita- 


lustre by the electric polisher. 
CLIMAX ENGINEERING 
AUGUST SALES GAIN 
Clinton, [Ta., Aug. 26.— August 
business of Climax Engineering 
Company of this city and Chicago | 
to date shows considerable increase 
over July volume. This was due 
mainly to large export shipments 
which came through their repre- 
sentative, the National Supply Com- 


near future toward the deadening | tions on riding and roadability that 


and muffling of body panels. Fur-|@'¢ inherent in the conventional 
ther silencing of engine noises will | ©%4SSis are removed when independ= 
become necessary because of the |@™t wheel suspension is adopted. A 
greater quietness of the rest of the | Properly designed chassis with this 
automobile type of suspension has remarkable 


A second very definite 
progress can be n in 


to get the public into the sales- 
room with some new attraction or 
feature. The law of dimishing re- 
turns will work here and result 
in the elimination of some manu- 
facturers. All of the foregoing is 
merely a preamble to point out 
the vital importance of the great- 
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pany of New York city. This was} ‘ 
announced by Walter J. Dukes, | i 
general sales manager. Stewa et {!, 
August releases, according to 
oo so far oe far — . a = on «© © ss oe 
10se of any o 1e past severa . 
' }months and outlook for sales is , _S_ii__S_i__3y 
The Black & Decker electric | extremely favorable all over the ee 
polisher } country The Climax Engineering 
| Company manufactures several 
process is to thoroughly wash the| sizes of a new type of gasoline and 


cat to remove all surface dirt and! distillate burning engine 


a Remarkable Price 


A Remarkable Truck at 


Truck whose demands include 
speed, flexibility and long life at low 
operating costs may now enjoy Stewart 
quality at a hitherto unheard of price 


for 1'4 ton capacity. 


Another Stewart triumph! A new 1!4 users 
ton truck embodying a long list of 
mechanical features formerly found only 
on the finest trucks selling at a price that 
smashes all precedent. This new Stewart 
has a 7) inch frame, 11 inch clutch, 4 
speed transmission, dual-balloon tires 


and helper springs. 


The new Stewart 1!% tonner is not a 
one-year truck. Stewart owners know 
by experience that the average life of a 
Stewart is 5 years or more. Ask the 
Stewart owners in your community the 
results they are getting. Complete de- 
tailed specifications will be sent upon 


The same quality that has long marked 
Stewarts as “America’s Greatest Truck 
Value” is found in this model. From 
radiator to tail light an honestly, rated 
| teuck built by exclusive truck makers 








entirely of truck parts. request, 
J MODELS 
Bevel Axle 
1 ton 4 Cylinder $ 695 MODELS 
1 _ ton 6 Cylinder 795 
IY, ton ‘ Cylinder 895 Double Gear Reduc- 
Y, ton Lylinder ‘ r 
1%, ton 6 Cylinder... 1195 MOTOR TRUCKS tion Axle 
13, 6 Cyli 49 ; 
Haneda STEWART MOTOR CORPORATION 24, ton 6 Cylinder .. $2690 
24%, ton 6 Cylinder 1990 BUFFALO, N. Y. 3. ton 6 Cylinder 3290 
Worm Axle Export Branch: 1 Broadway (Dept. 17) 34%, ton 6 Cylinder 3690 
2 ton 6 Cylinder... $2290 a 
| oY, ee 6 Cylinder 3690 NEW YORK CITY, U.S. A. 5 ton 6 Cylinder.... 4990 
3 ’ ton 6 Cylinder 3290 Cables: Stewartruk New - York 6-7 ton 6 Cylinder 5700 
3% ton 6 Cylinder 3690 Oates: Aen Dentien 
5 ton 6 Cylinder 4990 ; , 
6-7 ton 6 Cylinder.... 5700 


OA SABIAN 5 FERIA SEE IR IRA 8 OMA REI HOE is BARRE RE ABE AALS It I Rs OS 
Stewart Trucks have won-—By costing less to run 
| th eA 8 MN Rt 8 I EO NOOR EP NENA TREE AGL LAE TD LOIN LEENA POI BASS 
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Greyhound Lines Set U 
i Safety Records by Training: 


pity Tore R OWA 
AUTOMOTIVE DAILY 
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awards has been devised. 


have been conducted with remark- 
able success. Nor is this all. All 
accidents that do occur, however 
ivivial, are reported, fully investi- 
gated, studied and analyzed. Any 
increase in accidents of a particular 
type immediately result in special 
efforts being made to correct the 
situation. The word goes down the 
line to exercise particular care in 
cutting in, failing to stop at a 
through street or whatever is shown 
to be an increasing cause of mis- 
haps. Educational effort is con- 
tinuous. 

As an incentive for safe driving, 
the Greyhound company awards a 
handsome gold button to each 
driver who goes through the year 
without an accident. For a two- 
year record he is given 
siudded gold button. With the past 
few weeks the management has de- 





Used and 


pects in 1929, 


A Kardex Prospect File is more 
than a mere list of names. It 
flashes instantly all available vital 
information regarding each pros- 
pect. Gives you...at the same 
lime... group information upon 
which to base your sales policies. 
Tells you at a glance who your 
prospects are... what cars they 
want... what salesman is work- 
them... the 
.. when dem- 
onstrations are to be made. 


ing on 
you've sent them. 


Remington Rand 


BUSINESS 
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Kardex Division, 


and 


a pearl-| 
'the degree of seriousness involved. 
' Serious accidents in which the driv- 


eided to award a diamond-studded er is at fault usually result in im-|hound program of morale building / : 
bs ; . —— | second, with a reduction of 78.1 per 


recommended 
twelve leading automotive man- 
ufacturers, Kardex Prospect Files 
made it possible for dealers to 
follow up promptly and profit- 


These | butto nto all rivers who successfully 


complete a five-year period without 
an accident. 


button to all drivers who successfully 
the four-year button probably will 
be studded with emeralds. 

Drivers are given recognition as 
star drivers when they have won a 
gold button, and they have pre- 
sented a satisfactory record in ap- 
pearance, courtesy and other re- 
quirements. 

Drivers who complete 100,000 miles 
without an accident are given gold 
pocket pieces uniquely and attrac- 
tively designed. These are regarded 
by many drivers as lucky pieces and 
are highly cherished. 

But while incentive is supplied 
readily responded to, infrac- 
tions of rules and accidents call for 


penalties ranging in severity with 


5 MILLION PROSPECTS 
AT DEALERS’ FINGER TIPS 


Every Kardex Prospect Control 
is an Assistant Sales Manager 
that works twenty-four hours a 
day, seven days a week without 
a centof pay... one that’s already 
ably 5,000,000 automobile pros »roved its real value as a business 

builder by working profitably for 
progressive dealers all over the 


by 


country. 


literature 
ever. 


Kardex Division 


BUFFALO, NEW YORK 


Remington Rand Business Service, 


Boffajo, New York 


Vil be glad to have more informaticn about the Kardex Visible Prospect Control. 


Name _ 
Address 


City 


It has been decided, | 
also, to provide a sapphire-studded 


| dent 
| driver. 


| record, 
| investigation. 
lers” are shown. 
|continually getting into accidents. 


If you are looking for increased 
profits and increased business... 
if you want to have your pros- 
pects at your fingertips all the 
time... youll want to know more 
about Kardex Visible Prospect 
Control Record... how you can 
put it to work for more profitable 
business. Send in the coupon to- 
day! There’s no obligation what- 


State. 
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But for minor mishaps a system Of | contests. 


3 c 5} OF | As shown at the begin- 
fines is arranged. A qualified drive | ning of this article, these contests 
er, in addition to his regular 


pay, | a 
is given a bonus of % cent of a 40 


ihave reduced the accident rate 
per cent. in less than a year. 


mile. Star drivers are paid a bonus 
|}of %2 cent. If it is found that @| The Greyhound system is divided 
| driver has had an accident for} jnto fourteen regions. Regions are 


| which he is in any way responsible, | designated as runs out of any im- 


| he is called in, the case is reviewed, | portant central terminal and are 
and he may be fined or suspended. | defined by the territory covered. 
These fines are paid from his bonus | Contests extend over twelve-week 


words, the bonus Drivers of each region, by 


|money. In other periods, 
| is denied the driver for the number | avoiding accidents, compete for a 
of days provided by the fine. safety trophy, a huge silver cup 


four or five feet high and beauti- 
fully designed. This trophy has to 
be won three times in succession 
for permanent possession. The 
| scoring is based upon the percen- 
tage of improvement made in the 
accident record for the cumulative 
preceding periods. Thus, each district 
is competing against its own best 
| record, a fact which gives a strong 
even though not serious, is subject | impetus to general accident reduc- 
to dismissal, for the evidence tends | tion. 
to indicate he is not careful. | At the end of the eighth week of 
This method of fines and pen-|the fifth contest, at the beginning 
alties is found quite as important|of August, each contest running 
in the building up of morale as the| twelve weeks, the Cincinnati dis- 
incentive measures that are used. trict was in the lead, with a reduc- 


check in accident 
prevention, there is kept an acci- 
record for each individual 

This shows his past record 
Whenever 


As a further 


over a series of years. 
three accidents appear against his 
the driver is called in for 
In this way “repeat- 
The driver who is 


Exceedingly helpful in the Grey- | tion of 84.9 per cent. in its accident | 


;}record. The Detroit district was 


| 
| 


cent. 
Thus, by incentive, by penalties, 





CURTIS Clutch Discs 
are furnished in high 
carbon, alloy or mild 
steel, also non-ferrous 
metals, plain or slot- 





cision. 


plexing problems 


mediate and unconditional dismissal. {have been a series of regional safety | by careful selection 








RTI 


Only long experience in the man- 





and training of 
drivers, by education, study and 
analysis, the Greyhound Lines are 
achieving a safety record to be en- 
vied and thereby are stimulating 
the confidence of the traveling 





public. 


'HUPP NAMES MAURO TO 


MEDITERRANEAN POST 


Detroit, Mich., Aug. 26.—In ex- 
;}panding its overseas crganizations, 
the Hupp Moter Car Corporation 


announces the appointment of John 


F. Mauro as district sales super- 


6 
|Visor to represent the company in 


the Mediterranean countries. 

For several years Mr. Mauro has 
been a district sales manager for 
Hupmobile in the United States. In 
his new capacity Mr. Mauro will be 
responsible for the development of 
Hupmobile business in Italy, Spain, 
Portugal, Greece, Hungary, Juge 
Slavia, Roumania, Bulgaria, Moroe- 
co, Algeria and Tunis. His perma- 


nent headquariers have not yet 
been established. 
He will sail from New York 


August 16 and plans to make an 
immediate and compiete tour of the 
Hupmobile selling organization 
throughout his territory. 


ted, flat or formed, 
unfinished or ground 
and polished, tem- 
pered or untempered, 
any size. 






CLUTCH 
DISCS 


ufacture of Clutch Discs can tell a 
manufacturer what is necessary for 
satisfactory performance in automo- 


bile, truck or tractor service. 


This company has concentrated its 
efforts for years on the manufacture 
of custom-built Clutch Discs of pre- 
The result of that skilled ex- 
perience shows in the perfection of 


its finished product. 


And because of solving so many per- 


in this field, the 


Curtis Company is particularly quali- 


fied to give expert advice as to your 


particular needs. 


invited. 


SERVICE 





4. D.N. 8. 


C i 
,orrespondence is 


Curtis Clutch Disc Co. 


Division of Curtis Manufacturing Company 


1960 Kienlen Ave., St. Louis, Mo. 
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| Standard ot Value 


The reaction of people accustomed to fine cars, to the success of the Cord front-drive, is the most 
significant thing in the automobile world today. Just as we predicted in 1924 that public demand : 
would force other manufacturers to follow Auburn’s Straight Eight leadership—which prediction 
has been coming true for six years—so now we predict public demand soon will force builders of 
fine cars to adopt front-drive construction. The Cord was introduced without superlatives purposely. 
For a quarter of a century car owners had had experience only with rear-drive cars. Therefore a 
new car, pulled instead of pushed, was a radical change. We knew many substantial people would 
want to investigate thoroughly: would want unimpeachable evidence of its superiority and would 
he influenced by what others might say. The Cord, due to its inherent exclusive advantages, due 
| to its extraordinarily fine construction and due to the experience of Cord owners, has weathered 
that period of probation and today ranks supreme among fine cars in advancements and value; 
a proven product, definitely the leader in every way. Car buyers who give first consideration 
: to their personal safety, to their comfort en route, and to ease of handling. have no alternative 


but the Cord. There is no substitute for the advantages possible only with a front-drive ear. } 





SEDAN $3095 .. BROUGHAM $3085 . . CABRIOLET $3295 . . PHAETON $3295 Prices F.O. B. Auburn, Indiana. Equipment ether than standard, extra 


AUBURN AUTOMOBILE COMPANY - AUBURN, INDIANA 


CORD FRONT DRIVE 





Sales 
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Executives Predict 


Big Dealer Business in 1931 


(Continued from Page 8) 


dustry in the future a business of 
sound merchandising as well as one 
of quantity producing 

The average dealer, at this time, 
seems intent on putting his house 
in order in preparation for an in- 


evitable increase in sales. We may 
find dealers disappointed in this 
year’s volume of sales, but very 


rarely do we find one who is dis- 
couraged to the point where he 
has no confidence in the future 
Very generally, the order of the 
day appears to be a reduction of 
overhead, the installation of ap- 
proved accounting systems, and 
the adoption of business-like meth- 
ods of operating—all of which are 
necessary, though in the past, often 
neglected requisites of success. 
Used car activity has been wide- 
spread and has resulted in a gep- 
eral reduction of used car inven- 
tories to probably the most Satis- 
factory point in several years. This 
encouraging factor has provided 
additional operating funds and, to- 


sell these 





gether with profits from service 
work and sales of supplies, has 
been a source of considerable sat- 
isfaction, not only to the dealers 
themselves, but to all others inter- 
ested in the success of the industry. 

Progressive factories have been 
Striving to give their dealers every 
possible assistance in the conduct 
of their retail and wholesale opera- 
tions. And the factories themselves 
have been practicing the same 
measures of economy and conserva- 
tism as they have _ advocated 
throughout their dealer organiza- 
tions, although no factory policy of 
economy today should cut the cor- 
ners from any effort directed to- 
ward assisting dealers in becoming 
established on a more firm business 
foundation. 

Bankers generally are taking a 
keen interest in developments in 
the industry this year, particularly 
with regard to the individual dealer 
and his prospects for the remainder 
of this year and next. The adoption 





of up-to-date methods of doing 
business, such as budgetary con- 
trol, standardized bookkeeping, 
proper relation of overhead to vol- 
ume and many other essentials, all 
are meeting instant approval of 
bankers throughout the country, 
many of whom are lending their ac- 
tive co-operation in accomplishing 
the objective in view 

To illustrate the attitude of 
bankers toward the success of deal- 
ers, one of our important distribu- 
tors recently sent a letter to a large 
number of bankers in his territory 
requesting certain information. The 
percentage of replies received was 
several fold greater than 
pected and in a majority of Cases 
the answers were not only instan- 
taneous, but the bankers took 0OCc- 
casion to state their views and 
opinions in general. 

All of this would lead to the 
belief that when conditions show 
their jnevitable improvement, finan- 
cial assistance will be readily avail- 
able to dealers who have demon- 
strated their ability to conduct their 
establishments along sound and 
business-like lines. 

We have heard much about re- 
duced stocks of new cars in the 
hands of dealers—all of which is 
true, no doubt, and which is in line 
with conservative operations this 


ALERT DEALERS 
products 





—for inereased PROFITS 


H 


glance at the tire valves of every car that 
comes to your place of business. In most in- 
stances you will discover one or more valve 


caps missing. There’s your chance to sell a 


box of Schrader Valve Caps. 


Simply tell your customer that a valve cap 
should be on every valve stem to protect the 


valve mechanism from dust and dirt, and that 


ERE’S a tip that’s boosting profits for wide- 
awake dealers. Try it yourself: Just 


spare tire. 


that a spare box of genuine Schrader Valve 


Cores is as necessary for emergency use as a 


One word of warning: Be sure the Valve 
Cores and Valve Caps you sell are genuine 
Schraders. It pays to be certain, for then you 


know that you are equipping your customer 


Schrader Valve Caps are guaranteed airtight 


up to 250 Ibs. 


This same customer is a good prospect fora 
box of Schrader Valve Cores, too. 


Just explain that valve cores are bound 


to wear out in time. 


| ever sturdy, will last forever. Tell him also 


with the same good products that are used in 
more than 85% of all tubes made in the 
United States and Canada today. 


Be sure it’s a Schrader— Look for the name 


No mechanism, how- 


Tire Valves 


Schrader 


Makers of Paeumatic Valves Since 1844 


. Tire Gauges 








was eX- | 


year. It may be said, however, that 
in the interests of successful mer- 
chandising it is not good judg- 
ment for a dealer to cuf down his 
chances of making sales by the lack 
of a Suitable assortment of new cars 
to show his customers. 

Imagine the up-to-date furniture 
dealer or clothing store with only 
one or two samples of merchandise 


on hand, attempting to sell pros- 
pective buyers what they really 
wanted from catalogue pictures. 


What would happen? The prospect 
would go straight forth to the es- 
tablishment of a competitor, there 
to find at least an actual display 
of the article he wanted. 

So it would be, with the average 
motor car dealer who had only two, 
three or four cars on hand. To be 
sure, he would be able to get what 
was wanted from his factory or his 
distributor on short notice, but nine 
times out of ten, any chance for 
a sale would be lost if a prospect 
happened to find a model to his 


liking next door or across the 
street, which he could obtain at 
once. 

| Certainly we do not advocate 


excessive stocks. Nothing could be 
farther from the established order 
of things this year. But we do 
believe dealers, as a whole, should 
follow the first principle of suc- 
cessful selling—an adequate and 
representative display of the line 
of automobiles for sale. 

Many economists foresee a_ busi- 
ness upturn this fall. If they are 
correct, dealers will find them- 
selves in a healthy position to real- 
ize deserving profits, and the fac- 
| tories, in turn, will reap the bene- 
fits of what they have done in re- 
{cent months, to put automobile 
merchandising and production on 
}a sound and profitable ~asis, 


WILLYS-OVERLAND 





| Vice-President Willys-Overland Co. 


1 

} 

| By GEORGE M. GRAHAM, 
| tt 


is, of course, a fact 
jin the adverse condition that have 
| affected general business. 


General- | 





that our} 


| dealers and distributors have shared | 
| : . ; | distributor and dealer organizatious 


| structive work 


year, but, in actual strength, much 
superior. Stocks of new and used 
cars in dealers’ hands are lowest in 
years and, in general, dealers’ busi- 
nesses are, as a consequence, in ex- 
ceptionally liquid condition. 

Our dealers have met _ trying 
conditions this tough year courage- 
ously and intelligently and were in 
position to take full advantage of 
the impetus given sales by the adop- 
tion of free wheeling in Stude- 
baker motor cars. 

Most of our dealers have made 
tine sales showings as against 1929 
since announcement. I do not care 
to forecast on general business 
situation, but feel confident Stude- 
baker will continue to make good 
— against the same period of 


GRAHAM DEALER 
POSITION IMPROVED 


By F. R. VALPEY, 
General Sales Manager, Graham- 
Paige Motors Corporation 
In answer to your letter of Au- 
gust 19, let us say briefly that our 
dealer organization at the present 
time compares very favorably with 
our 1929 organization; in fact, since 
many new dealers who have added 
many new dealers who have proven 
greatly to the strength of our or- 

ganization. 

Stocks of new and used cars in 
the hands of Graham dealers are 
lower than they have ever been dur- 
ing the past five years, a very 
healthy condition, and one which 
enables the dealer to watch his 
trading very carefully. Our dealers 
are all doing business on an im- 
proved basis in this respect. 


We look for better sales con- 
ditions during the remaining 
months, and feel assured that 


| dealers who remain in the picture 


DEALERS INCREASE | 


business, because of the harder con- 


for 1931 will enjoy much healthier 


which it has been 
necessary for them to employ in or- 
der to offset the slow movement of 
cars this year. 
We are well 


pleased with our 


and the results they have accom- 


; plished this year. 


ly speaking, there has been a re- 
duction in both distributor and 
dealer profits 

It is also a fact that since the 
first of the year we have written} 
‘contracts with 679 new dealers 
|}Four hundred and fifty-four of 
[these new accounts had never 
handled our line before, while 225 
were old accounts that had been re- 
signed. 

Generally speaking, we consider 
our merchandising organization in 


Stocks were never 
|so low. Expenses have been re- 
|duced, so that given a reasonable 
upturn of business, our merchandis- 
ing organization would be in a posi- 
|} tion to profit very quickly 


| STUDEBAKER DEALER 
| BODY I STRONG 
| 


|}excellent shape. 


POSITION 


By PAUL G. HOFFMAN 
Vice-President in Charge of Sales, 
Studebaker Corporation 


REO SALES UPTURN 
IN NEAR FUTURE 


A. E. NAFE, 
Manager, Reo 
Car Company 
Due to a careful weeding, our 
process for the purpose of eliminat- 
ing deadwood, the actual number of 


By 


Advertising Motor 


| dealers on our roster is slightly be- 


low the total for last year. How- 
ever, we know the organization.as a 


| whole is of infinitely better quality 


Reo dealers have been making 
money consistently over a long 
period of years, and today are.in a 


much better position financially 
than the average. 
Car stocks are lower than ever 


before in Reo history, and the decks 
will soon be entirely clear for the in- 


| troduction of a fine new line. 





} in 


We anticipate a definite upturn 

business within the next few 
Our distributors and deal- 
There 


months. 
ers are decidedly optimistic. 


In numbers our dealer organiza-| has never been a busier summer 


tion is slightly below same date last ' around the Reo factory. 








Every large city has been divided into zones. ; 
of the List covering a zone of the city is routed like a 
postman’s route to make the salesman’s time most effective. 


Lists of Fleet Owners 


1,000 OWNING 100 OR MORE 
17,000 OWNING 10 OR MORE 
3,300 BUS FLEET OPERATORS 


These Lists show in almost every case the name 
of operating executive who controls or influences 
the automotive purchasing policies of his company. 


Each page 


We quote on a separate list for any large city. 


Ask us how we keep YOUR list up to 
date and accurate throughout the year. 


Let YOUR salesman spend HIS time talking to pros- 
pects, instead of looking for prospects to talk to. 


FLEET OWNER LIST CO. 


1817 B’°WAY 
N. ¥. CITY 
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INDUSTRY IS TURNING 


to matched power: 


BROCKWAY-INDIANA TRUCKS 


Now that the records of the truck indus- 
try for the first six months of 1930 have 
been published, it is a great satisfaction to 
find in them a complete proof of the sound- 
ness of the Brockway-Indiana merchandis- 
ing and manufacturing policies. 


Brockway-Indianas forge steadily ahead! 
Sales, by tonnage, and domestic truck reg- 
istrations for this period were greater than 
for the same period of last year. Leaders 
in the public utilities, petroleum, food 
preducts and other fields are buying these 
swift, modern, money-saving trucks right 
now—fleets of them at a time. 


Fitting the trucks to the job and not the 
job to the trucks is the winning policy! 
Flexible standardization! But matching 
power units to the exact haulage needs of 
every industry with precision, dependabil- 
ity and economy is a task that can be 
handled only by an organization possess- 
ing the experience and stability of the 
Brockway Motor Truck Corporation. 





Here is experience! Twenty years of it. 
On this foundation, the finest engineering 
and executive staffs it has been my pleas- 
ure and pride to work with have built a line 
of trucks and a world-wide sales and ser- 
vice structure surpassed by none. 


Here is stability of line as well as finan- 
cial stability. The finest sources of supply 
are closely cooperating with us and are 
secure because of long-term contracts. 
Models are not changed merely to take 
advantage of price concessions from manu- 
facturers of parts. This prevents compli- 
cation of stock inventories for our distrib- 
utors as well as ourselves. 


The Brockway Motor Truck Corporation 
is now one of the three largest exclusive 
manufacturers of motor trucks. It is fully 
alive to the new developments in transpor- 
tation problems and is continually striving 
to solve these problems in a most economi- 
cal way for the buying public. As the 
records show, Brockway-Indiana is grow- 
ing all the time. 


MARTIN A. O'MARA, President 


BROCKWAY MOTOR TRUCK CORPORATION 


420 LEXINGTON AVENUE, NEW YORK CITY 
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Engineers Comment on 


Recent Developments : 


(Continued from page 13) 


readability, 


turns, and on rough roads at top 
speed. It might be pointed out} 
that a chassis can be built as low 


with this construction as any type 
of construction that has yet been 
developed. 

This raises the question as to 
whether cars will be built lower. 
Judging by the present reaction of 
the public, I would be inclined to 
say “No,” for the reason that 
several cases there has been a dis- 


agreeable reaction when cars have | 


been put out in which the height 
from the top of the door frame to 
the ground was under 65 inches. 
It becomes a question of the con- 
venience of getting in and out of 
the car, and of visibility of the 
road when sitting in the car. 
can be built satisfying these con- 
ditions and still have a low center 
of gravity. Without any doubt, 
where appearance is a prime con- 
sideration, there is a tendency to 
make cars still lower. 

Whether front wheel drive makes 


“INSTITUTE 
OF METALS 
~ OF THE 
~-AIME 


riding, handling on the| 


in | 


Cars | 









|real engineering issue involved. It 
would be difficult to prophesy 
whether it will gain ground rapidly. 
So far in Europe it has not, al- 
though front drive cars have been 


}in use over there for nearly ten 
years. Unquestionably, a new crop 
of engineering problems is_ in- 


volved in front wheel design and 
in the front wheel drive. The 
principal advantage claimed by 
front drive advocates is the ability 
to take turns at very high speed 
j}and with greater speed than the 
| conventional chassis. 
| to have been demonstrated on the 
| race-track, but its advantage, if it 
|exists, is certainly unimportant for 
|all ordinary driving conditions, and 
}it is a question whether there is 
|enough advantage in this construc- 
tion to justify the experiment. In 
any event, if a very definite public 
demand for this construction is 
evidenced, it will find most manu- 
facturers prepared to meet it. 








oe 
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the . ‘classroom 


This appears | 











Body design and construction is| have undergone a vast improvement. 


making wonderful strides. Each 
year is seen less and less of the old 
carriage makers’ methods, and more 
and more of modern engineering 


and manufacturing methods applied | |most valuable and important mile! buses and trucks. 


l to the .body construction, with the | 
|result that bodies are stronger, 
| lighter, less costly, and, in general, 


any progress I believe is much more | 
| a matter of public taste than of any | 


| 








more and more satisfactory as re- 
gards their ability to stand up with- 
out developing squeaks and rattles. 
A growing tendency on the part of 
body engineers to realize that the 
body and chassis are not two sepa- 
rate things, but, when bolted to- 
gether, mutually contribute as one 
for rigidity and stability, is result- 


ing in designs which anticipate this | 


and provide for a mutual strength- 
ening of the body and frame by 
each other 
remarkable increase in the feeling 
of solidity in the job. 

Carburetion and manifolding have 
made some interesting strides in the 
development of duplex instruments 
and down-draft instruments. A 
great deal of attention is being paid 
to experiments in cold carburetion 
and the possibilities of the use of 
heavier fuels. 

Braking systems 
veloped which almost entirely elim- 
inate rods in both the hydraulic and 
mechanical form. Brake _ linings | 


when assembled, and a | 


are now de-. 


The brake lining manufacturers are 
| eer ahead steadily, employing 
much more scientific methods of 
| making and testing their linings, a | 


post in the progress of braking. 

A great deal of interest is being | 
shown in shock absorber develop- | 
|}ment. The hydraulic instrument | 
| seems to have swept the field for | 
the time being, but this instrument | 
still awaits the development of a 
satisfactory thermostatic control | 
| which will give same uniform riding 
| qualities in winter as in summer. 

I doubt whether it is necessary to 
do very much in the further im- | 
provement and stimulus of the per- | 
formance of cars for some time to} 
come, for the simple reason that 
most cars are capable of perform- | 
ances which are beyond the ability | 
|of the average driver to handle and | 
average traffic conditions permit, | 
and, if we can let the question of | 
performance rest for a year or two 
until road conditions catch up, we 
can make some real progress along 
| the lines of real refinement, such as 
riding, handling, smoothness, si- | 
lence and in what I have chosen to 
| designate as the “good manners of 
an automobile.” | 

I believe, without any 
/that the Diesel engine is 
make its bow in the bus | 


question, 
going to) 
or truck | 


ee, 





The Technical Sessions Are Your Class- 
rooms .. The Exhibits Your Laboratory 


During the week of 


and 


to be held in 


——— 


of the Exposition.- It wauld tabe months, to read a, 


—— - 


__—-_ 


NATIONAL METAL CONGRESS 


NATIONAL METALEXPOSITION 


STEVENS HOTEL, CHICAGO 
SEPTEM BER -22-23.24.25.26 


T would take more than 10 ordinary sized volumes to reprint 
the complete ieshinteal and practical papers and verbatim 
discussions’ “of ‘the sessions of National Metal Congress. nN 


would ae as many more to is sole describe | the exhibits 


And 


even then the subiccts probably. would. not be as Meaiie under- 
stood as though you actually Le the iiiitiaias and saw 
the axhibite. That is why you can ae more, in a week from 


sessions of National Metal ( C ongress and the 


Sihcnskens exhibits of Notional "Metal E Sacalites than you 


can from months cof, book’ study.” It is ata in ils most 


practical and profitable icsias 


If your work touches in any way on the production, selection, 
( fabrication,- inspection, treatment, welding or, application 
of metals, thie” is a week: “of education that will <. valuable 


to you. That: is” why: your “should. seco: ,your_ reservations 


NOW. to i= in Chicago: Septensber- 22nd. to_ 26th inclusive} 


business before very long. I be- 
lieve it is a long way off, if it ever 
appears at all in the passenger car 
field, but there is unquestionably 
some great advantages in its use for 
There is a great 
deal of activity going on in this 
direction which is bound to bear 
fruit in a very short time. 


TRAFFIC EFFICIENCY 
FACTOR IN DESIGN 


By RUSSEL K, HAVIGHORST 
Chief Engineer American Austin 
Company 
In my opinion the engineering 
developments in automotive manu- 
facture are no more likely to be 
revolutionary in their character 
than they have proved themselves 


in past years. The poppet valve 
type of power plant has become 
rather firmly intrenched in the 


| mind of the automotive world. Such 


a tremendous amount of energy, 
money and brains has gone into the 
intensive development of this type 
of engine during the last twenty 
years that it is hard to see where 
any new scheme can supplant it 
until it too has had an opportunity 
for use in the hands of the public 
and development by many staffs of 
engineers. 

Various innovations in the way of 
clutches, transmission and _ final 
drive are much more likely to be 
offered the public than is a new 
type of power plant. The increasing 
use of four-speed transmissions 
and the present tentative develop- 
ment of the free wheeling principle 
have been dictated by the desire to 
make the car of today more of &@ 
general purpose unit for all condi- 
tions. To a lesser degree this is also 
true of the front wheel drive auto- 
mobiles. 

Business district traffic 
can be improved quite as much 
through the use of proper units as 
by attention from traffic control 
authorities. This has been foreseen 
by the traffic commission of at least 
me large city which has debated 
seriously the question of prohibiting 
all cars above a certain over-all 
length from running in the busj- 
ness district unless occupied by two 
or more passengers. 

For this reason it appears reason- 
able that a large and increasing 
amount of attention will be given all 
motorized units, passenger as well 
as commercial, with a view to mak- 
ing them more flexible in present- 
day congested traffic. New mechani- 
cal arrangements will be used in 
just the proportion in which they 
promise to help in the solution of 
this problem. 

A shorter turning radius, easier 
steering and greater economy of 
tuel and oil are all points to which 
intensive development will be given 
| Two natural developments in this 
commercial research work suggest 
themselves. First, the developmené 
|}of a purely commercial unit to do 
| specifically the work for which it is 
intended and designed from this end 
instead of from that of manufac- 
turing. Secondly, a similar unit to 
answer the need for an ever ready 
individual piece of transportation 
equipment which will when idle oc- 
cupy a minimum of high-priced real 
estate and which will reduce the 
distance between two points by re- 
ducing the time required to tra- 
verse that distance. Neither depend- 
ability nor personal comfort need be 
sacrificed to attain this end. 

This particular concept does not 
lead us into unexplored territory. 
The two phases of the problem 
above mentioned are now being 
pushed vigorously by several wide- 
aWake organizations and their suc- 
cess is indicative of that which 
awaits the industry as a whole as it 
gives a greater and greater propor- 
tion of its attention to the re- 
quirements which are literally being 
forced down the throat of the busi- 
ness world. 

In this letter, 


conditions 


I have not outlined 


any specific mechanical develop- 
ment. Possibly the material con- 
tained herein will prove entirely 
useless to you, and if so you need 


not hesitate to discard any or all of 
it. It is well recognized that en- 
gineering innovations require years 
of use in the public’s hands as well 
as on the manufacturer's proving 
grounds. For this reason it seems 
reasonable that thoroughly tested 
combinations will be made use of i@ 
new ways rather than that entirel 
new combinations will be worked out 
im the near future, yn: 





vy? 


<—~ 





a OT Re ne 






HL 285 


Te 


| HL 1355 





AUTOMOTIVE DAILY NEWS, WEDNESDAY, AUGUST 27, 1930 


a A cet rae enn on = © gence, ee eneeenaeree on - “ ~ ~ 











FOUR SERIES 


| "1025 STRAIGHT 1535 
| ‘1095 1565 





BUICK DEALERS 


REACH NEW PEAKS 


OF BUSINESS 


as Buick builds if 


Now, Buick Dealers attain still greater peaks of business success — still 
greater sales leadership with The Eight as Buick Builds It... . in four 
series and four price ranges, including the world’s lowest priced Valve- 


in-Head Straight Eight. 


Buick owners alone are continuing to give Buick Dealers more business 
than the total sales of any car in Buick’s price class. And, in addition, 
countless new thousands now find it possible to own Buick’s new series 
of Straight Eights priced fully $200 below last year’s Buick six. Thus, 
The Eight as Buick Builds It has already become the world’s fastest 


selling straight eight! 


Write—or wire—today for further information concerning a Buick 
franchise—particularly in the smaller communities. Never were profit 
possibilities so great as with The Eight as Buick Builds It. 


BUICK MOTOR COMPANY, FLINT, MICHIGAN 


Division of General Motors Corporation 


CANADIAN FACTORIES, McLAUGHLIN-BUICK, OSHAWA, ONTARIO 





WHEN BETTER AUTOMOBILES ARE BUILT ... BUICK WILL BUILD THEM 


~~ a 
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JOBBERS LOOK FOR BIG GAIN 


IN FALL; FIRST HALF ‘SPOTTY’ 


(Continued from Page 3) 


items, the jobber expects that col- 
lections will improve. 

August, it appears from a study 
of the reports, started to show a 
bigger uptrend in sales. and collec- 
tions in some quarters showed a little 
improvement. This was probably 
due to state-wide inspections of 
motor vehicles, which, as in past 
years, has always had a tendency 
to increase parts trade. 


Philadelphia jobbers report 1930, 


thus far has been spotty in auto- 
motive supplies, shop equipment, 
replacement parts and allied stocks, 
with replacement parts jobbers do- 


—_—— 





ing a better business than the 
general line jobber. Hand-to-mouth 
buying has prevailed all year and 
credits have been carefully con- 


sidered, which has had the tend-| 


ency to reduce volume, but to keep 
profits on a more even plane. The 
majority sf jobbers im this district 


believe that the advent of fali will | 


bring increased business, and they 
are optimistic as to the outlook for 
1931, 

New Jersey jobbers, reporting a 
decline of from 10 per cent. to 15 
per cent., report that there has been 
a slight increase during August, and 





Remember 2 


Remember when the war inflation 
bloated America’s workers to such an 
extent that they didn’t know what to 
do with the golden flood that poured 
into their laps? Remember when, 
without any outside stimulus, our 
wage-earners went out and bought 
those silk shirts with the rather broad 
purple stripes? When they created a 
boom in the silk industry over night? 


Remember when the giant industries 
discovered they could sell their 
workers the things they were mak- 
ing? Remember how the working 
classes were swamped with appeals to 


buy cars, washing machines, tiled 
bathrooms, vacuum cleaners, radios, 
furniture, or what have your? AND 
DO YOU REMEMBER HOW 
THEY RESPONDED? 

This golden flood has not ceased, 


BUT the wage-earner is no longer 
dizzy when he sees his pay envelope. 
Purchases that were made with a 
touch of glamour are now common- 
place happenings. Pockets are still 
lined with gold—the wage-earner has 
more money now than ever before 
more to spend than the white collar 
man has. 


New York's only evening tabloid has 
a highly concentrated percentage ot 
Wage-earners in its circulation. Wage- 
earners whose big pay envelopes af- 


ford them all of the good things in 
life, and MORE. 


In the retailing field, who is direct- 
ing an appeal to them from a point of 


are looking for a big fall and winter 
business, which they expect will 
equal that of 1929. Collections are 
reported fair to poor and jobbers 
are keeping a careful watch on 


credits. Hand-to-mouth buying 
prevails, but is resulting in more 
cash sales. The outlook for 1931 is 
bright. 


Cleveland jobbers report condi- 
tions spotty, but are taking an 
optimistic view for the balance of 
the year and for 1931. Local in- 
dustrial conditions have had a bad 
effect on general business. One 
jobber reports that the 1930 busi- 
ness is on a par with the level for 
the past three years and on a par 
with 1928. 

Chicago jobbers are looking for a 
| sharp increase in business this fall, 
having weathered an off-year so 
far. The decline in sales, jobbers 
say, has been in line with the gen- 
|in merchandising, including new de- 
| crease in new car sales had the ex- 
pected effect of increasing the busi- 
‘ness of the jobber, it did not reach 
the point of anticipation. Chicago 
jobbers have been observing trends 
in merchandsiing, including new de- 
partures in sales and service plans. 

The consensus of Los Angeles job- 
bers is that the jobbing business in 
that district has been average with 
the past three years. Indications 
are that the balance of the year will 
show increases on a par with 1929, 
and that next year will be as good, if 
not better, than in 1929. 


Ore., is in a healthy condition, job- 
bers report, with prospects for the 
fall very good. Conditions in that 
state are returning to normal more 
quickly than in some other sections, 
and there appears to be plenty of 
money in circulation. Collections 
have, however, been a little difficult, 
but there has been fewer failures, 
with business in general about 
equal to last year. 

Business in Baltimore in the first 
half of this year has been fair, job- 
bers report. Hand-to-mouth buying 
is still prevalent, with hopes ex- 
pressed that the fall will see a re- 
jturn in large-volume buying of 
parts. Accessories sales are slow, 
with collections poor. Jobbers are 
looking forward to the Save-a-Life 
campaign to stimulate business. The 
outlook for 1931 is good. 











Chicago Looking 


Chicago, Aug. " 26.—Having weath- 
ered an off-year thus far, leaders 


here are looking hopefully to a de- 
cided pick-up in fall and winter 
business, with a return to normal 





Outstanding in mechanical 


possessing 


con- 


struction, such 


Kellogg pump and splash lubri- 

cating system, air cleaner and 

muffler, this Kellogg model is 

extremely popular where a large 

volume of air must be developed 
a low cost. 


1!, horse power motor 
gallon tank 
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New York’s Only Evening 


quality? Who will be the first to 
offer this gigantic market LUX- 
URIES as well as necessities? Who 
will catch this golden overflow? Who 
will offer class to the masses. 
The EVENING GRAPHIC stands 
ready to carry a new era in merchan- 
dising into 300,000 homes —to a true 
1930 market that spends a_ billion 
Dollars a vear. 
NEW VoRK 


NG Csr z oh Prré 


rey 


Tabloid 


7-3 10 cubic feet of air 


Fully equipped 


at 

Complies with legislation of all 

states. The first accurate pump 

built integral with an accurate 

meter. Pump is positive . . . does 

not by-pass, requires no priming. 
i] Meter 
| in 14, 4, 
' 


registers grease delivery 
34 and full pints. To- 
tal counter is returned to zero 
siter each job. Dust-proof, easy 
to fill, equipped with 5 ft. special 
and drip-proof 
100 Ib. 


grease-proof hose 


nozzle. Also made for 


cartridges. 


KELLOGG 


COMPRESSORS 


| For Fall Pick-Up’ 


fea- 


tures as multiple V belt drive, 











The jobbing industry in Portland, ! 





sales setting in and continuing 
through 1931. The confident out- 
look on their part becomes appar- 
ent in talks with heads of large es- 
tablishments, and they feel certain 
that next year will bring far better 
sales records than in 1930. 

The jobbers interviewed are in 
accord in stating that the decrease 
in sales, especially when compared 
with 1929, has been due to the gen- 
eral decline of business in practi- 
cally every industry. Volume in 
maintenance items and shop equip- 
ment has held up better than other 
lines, yet even these have not been 
up to expectations. Earlier in the | 
year the jobbers felt that a de- 
crease in the number of new auto- 
mobiles sold would mean an in- 
crease in equipment to maintain 
cars in service. This situation has 
been brought about, but not to the 
extent they had anticipated. 

A considerable amount of busi- 
ness has been secured this year 
from motor car dealers and dis- 
tributors in line with their policy 
of improving service department 
equipment, Here again, general 
conditions have caused a delay in 
appropriations upon the large scale 
originally planned. These deferred 
expenditures are expected by job- 
bers to be made soon, and, asa con- 
sequence, they will experience a re- 
newed impetus in business from 
automobile dealer 


| Sources. 


While noting general 
barometers, the jobbers here are 
also observing trends in merchan- 
dising, including new departures in 
sales and service plans, their prog- 
ress, effectiveness, and how to cope 
with them. Among these trends is 
that of the Standard Oil interests 
in embarking upon tire as well as 
gas and oil sales. One prominent 
wholesaler declared today that the 
trend toward one-stop service by 
large interests rates close study and 
consideration 
jobbers. 


“Our business’ relations 
chiefly with automobile dealers and 
distributors, and, in view of general 
conditions, we have secured a sur- 
prising amount of volume this year 
in shop supplies,” states F. W. 
Grimm, president of Grimm-Han- 
sen-Treland, Inc. “We feel confident 
that business is coming back. The 
automobile dealers have been im- 
proving their 
and more of the same sort of thing 
1s in prospect.” 


“This year has witnessed an espe- 


cially sharp falling off in demand 


|for accessories of a decorative na- 


| ture,” 


|in the automotive wholesale field | ; 
|“‘Motorists have concentrated pur- | 


chases upon the bare necessities to | 


| 





MANUFACTURING COMPANY 
ROCHESTER, N. Y. 


asserts Sidney F. Beech, head 
of the Motor Car Supply Company. 


keep their cars running, and there 
has also been a call for shop equip- 





Maximum Dependability | 
at Minimum Expense 
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and distributor | 


on the part of all! 


are | 


service departments, | 


Bi caiman 


ment, Business is due to come back, 
and a spirit of optimism ‘and cheer 
will speed it up. We should n 
overlook such hopeful signs in o 
industry as low inventories, des 
flated prices and the winding up 

a great amount of installment paya 
ments which will release new coma 
mitments by the public upon a tree 
mendous scale.” 


Philadelphia Jobbing 
Conditions ‘Spotty’ 


Philadelphia, Aug. 26—In most 
cases, 1930 has thus far been a yeat 
of spotty business for the whole< 
salers of automotive supplies, shop 
equipment, replacement parts and 
allied stocks, with sales volume at 











j least slightly below 1929, although 


there have been some exceptions, 
This, however, is a situation in 
keeping with many other lines of 
trade. 


Some specialists in replacement 
parts have, on the whole, been do- 
ing relatively better than jobbers of 
the general line of automotive sup- 


| plies, in that they are able to show 


a small gain over last year for the 
eight-month period just ending. 
Hand-to-mouth buying has _ pre- 
| vailed throughout the year for both 


business | the retailer and the ultimate con- 


sumer. Credits have been carefully 
considered, with the result that 
jobbers generally have been quick 
to decline consummating sales 
where collections within a reason- 
able time have appeared dubious. 
Of late, only a comparatively few 
stocks have been especially active, 
and these have been largely con- 
fined to such merchandise as retail 
shops, car dealers, garage opera- 
tors and repairmen require for im- 
mediate service to the motorist in 
order that he may keep his car 
} running. 

While some wholesalers profess to 
see nothing in present indications 
that point to any steady speeding 
up of business before next year, the 
majority appear to believe the ad- 
vent of fall will cause the large 
number of car owners who have 
been holding off their purchases to 
buy somewhat liberally from retail- 
ers and shopmen through pressing 
| necessity. This, of course, should 
|react to the benefit of the whole- 
salers, resulting in at least a nor- 
mal demand for many lines. Then, 
too, a few big industries hereabouts 
are adding many employees, evi- 
dently in anticipation of heavy busi- 
ness. 


The outlook for 1931 is generally 
regarded by local jobbers as a 
bright one. It is pointed out that 
as passenger cars and trucks must 
continue to run and outworn equip- 
ment positively must be replaced, 
pent-up purchasing in the lines of 
the automotive trades must be re- 
| leased without fail. It is deemed 
incomprehensible that there should 
| be any depressive “hangover” into 
| next year. 

Following are views expressed by 
officials of well known wholesale 
houses on the business situation 
here: 

J. William Nock, George W. Nock 
Company, Inc., automotive supplies, 
parts and shop equipment, 710-16 
| North 16th St.: “Wholesale volume 
is slightly off from the figures of a 
year ago, dealers continuing to buy 
cautiously, placing only small orders 
at a time. Business is governed by 
the credit situation and some car 
dealers have found themselves some- 
what tied up during this dull period. 
I think, however, that they are be- 
ginning to realize that the factory 











8 knows best and can help them. 
& . fib | Types of merchandise that con- 
N i sistently have sold best during the 
et i : s 
year are such as fan belts, spark 
plugs and light bulbs. Shop equip- 
ment sold very well at the outset 
KELLOGG of the year, but then came a lull 
in its activity which lasted some 
METAPUMP time, followed by quite Good sales. 
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The outlook for fall s s to be vers 





|}good. There may be, ‘at first, a 
continuance of cautious buying, in- 
stead of anticipation of stock re- 
quirements, but already we have 
| written up some gcod winter busi- 
|}ness. There is apparently no reason 
| to expect a whole lot of business 
through the remainder of the year. 
| As for 123! ‘ade has ee 2en some- 
| what di 12 duri 1930, it 
is unreasonable to pe the de- 


winiieen on Page 71) 
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JOBBERS LOOK 


FOR BIG GAIN IN 
FALL BUSINESS 


Survey Shows “Spotty” 
Condition Prevails 
Throughout U. S. 


(Continued from page 20) 


mands for the forthcoming year 
will show distinct improvement.” 
George B. Shearer, Jr., Gaul, Derr 
& Shearer Company, automotive 
supplies, parts and shop equipment, 
16th Street and Fairmount Avenue: 
“Our replacement parts business this 
year has been especially good, and | 
a conservative estimate shows the| 
increase in this division over last |} 
year to be 60 per cent. The same 
condition applies to our mechanical 
shop work. I can see nothing in 


the present indications that point 
to any decided business uplift be- 
fore next spring. There seem to be! 
possibilities in the idea of “Care 
will save the car” that might, if fol- 
lowed out by jobbers generally, | 
prove helpful in 1931. Manufactur- | 
ers have been backing this plan | 
with considerable money, and _if| 
wholesalers, not too much engrossed | 
by their own immediate problems, | 
put the idea into practice, there | 
should be good results. Individual 
drives on maintenance also should 
help to improve business.” 

D. D. Weiss, Philadelphia Motor 
Accessories Company, automotive 
supplies, shop equipment and radio, 
3129 North Broad St.: “The automo- 
tive end of our business is ahead of 
what it was a year ago. We have 
bolstered up our sales force, with 
better results. The best selling items 
throughout 1930 thus far have been 
shop equipment, brake lining and 
chemical goods. If the general eco- 
nomic situation improves and _ if 
there are hard winter weather con- 
ditions, I look for fine business. 
Should the winter, however, be an 
open one, I do not expect business 
will be so good. As customers have, 
in the main, been showing a tend- 
ency to withhold their buying in 
quantity during the present year,| 
with the result that stocks on their 
shelves are low, they should be in 
the market early in 1931. I look 
for a good spring trade.” 





F. E. Ginther, secretary and 
treasurer, Swain-Hickman Com- 
pany, replacement darts, shop 
service and Buda engines, 3519-23 
Lancaster Ave.: “We have kept 
slightly ahead of last year’s busi- 
ness. Ball bearings, pistons, pins 
and rings have been outstanding 
in sales during the year. I look for 
an active season to open in Sep- 


tember. It seems to be the general 
Opinion that orders are beginning 
to get bigger and that main- | 
tenance work is From 
all indications, should 
quickly become better, once 


increasing. 
business 
much 





| Pennsylvania 


icinnati districts, 
lof the state it remains fairly good. 
merger | 





it oy started to ‘hk up in this 
locality.” 

E. P. Rotzell, E. P. Rotzell Com- 
pany, replacement parts and shop 
service, 1627 Fairmount Ave.: “We 
have just completed an audit of our 
business and found that we had a 
comfortable margin of increase over 
last year for the first six-month 
period of 1930. Pistons, rings, pins 


and shop service have sold _ best 
with us throughout the year. I am 


looking forward to a first-rate fall 
business in our line. Several large 
industries have been adding men 
to their working forces, which indi- 
cates a betterment in conditions. I 
confidently expect improvement in 
1931, with all business depression 
over and gone and those who have 
been holding off entering the mar- 
ket with good-sized orders.” 


Cleveland Jobbers 


Express Optimism 





Cleveland, Aug. 26.—Jobbing con- 
ditions in this section are spotty, but 
the outlook for fall appears bright. 

E. R. Seager, 
takes 


Company, 2819 Prospect Ave., 


|@ very optimistic view of the out- | 


look for the wholesale automotive | 
parts and the equipment business 
|} during the remainder of the year. 

“Our business in the automotive | 
wholesale field is off, of course, 
compared with last year,’ says Mr. 
Seager. “Business has declined 
mostly in the Youngstown and Cin- 
but in other 


In Youngstown the steel 
fight and low steel-producing rates 
have brought about a bad situation. 
Nevertheless, our business this year 
is above the last three-year average 
'and about equa! to that of 1928 


“Dealers have been helped con- 
siderably by our ‘Care Will Save 
Your Car’ program. They have 
made good use of it to obtain new 
business.” 

Best selling items for the Penn- 
sylvania Rubber Supply Company 
have been motor replacements and | 
other parts. The equipment busi- 
ness, Mr. Seager reports, has been a 
little quiet, although certain items, | 
such as washing, greasing and lubri- 
cation and brake-testing equipment, | 
have been moving well this year. In | 
fact, all equipment used in main- 
tenance and service work has been 
in good demand 

“We are quite optimistic on the | 
fall outlook,” says Mr. Seager. “We /| 
have booked quite a lot of future 
business, which is quite unusual. | 
Dealers, I believe, are awakening to 
the necessity of better merchandis- 


ling. 


“Credit conditions have improved 
considerably in the past thirty days. 
Collections are much better. There 


lis no doubt that business hit bottom 
jin July and that improvement is on 


|the way. 

“While we can’t look very far into 
1931, there is every indication that 
it will be a much better year than 


1930.” 


Jac k Frost Is 


OUT... Profits 
are IN with 


Ha Dees! 


Water 
out of 
bring 
and profits 


Heaters 
winter! 

record- 
tc 


Hot 


shiver 


Ha Dees 
take the 


motoring—and 
breaking 
dealers. 


sales 





The 1930 Ha Dees Heaters are even 

more efficient than ever before be- 

Catise ot exclusive new feature—t € 

Aero-Dynamic Fan Heat positively 

controlled—both volume 1d directi 

—by exclusive heat control. No ex 

Nhaust connections—no gases, no odors 

Front and rear models A National 

Surety Company gold bond guarantee 

of quality with every heater 

Place your Ha Dees order with your distributor todays 
LIBERTY FOUNDRIES COMPANY ee 
ROCKFORD «= + ILLINOIS 
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parts | 





manager of the | 
Rubber and Supply Pe 


The wholesale i: of W. 
Bingham & Co. in motor acces- 
sories and equipment has shown 


a bad slump this year compared 
with that for last year, but has not 
been more than 15 or 20 per cent. 
below normal, in the opinion 
H. A. Berry of the company’s motor 
accessory and equipment depart- 
It is unfair, Mr. Berry 
clares, to compare 1930 business 
with that of 1929 which proved 
such an abnormally active year. 
“Business in the late fall and 


winter will be fairly good, based on 
present indications,” says Mr. Berry. 


of 


ment. 


“Polishing and refinishing prod- | 


ucts have been leading lines this 
year, showing that car owners are 
putting their present cars in good 
condition instead of buying new 
ones. A good pick-up in the de- 


mand for polishing and refinishing | 


materials began to appear in the 
last two weeks of June and is con- 
tinuing.” 

Lamps and mirrors also have been 
in fair demand, Mr. 

Looking ahead into 1931, Mr. Berry 
has no doubt that business will be 
better than it has been thus far 
in 1930, but he does not look for 
ally good demand until after 
good crop has been harvested. 


de- 


Berry reports. | 
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“ldersey Tobbers Look 
For Better Last Half 


Newark, N. J., Aug. 26.—Volume 
|in replacement, shop equipment and 
| supplies in the first six months in 
| New Jersey shows a decline of from 

10 per cent. to 15 per cent, as com- 


While jobbers point out that it 
was not unexpected that 
sales should decline from the ab- 
normal year of 1929, it was not ex- 
pected that collections would be so 
difficult. 

Hand-to-mouth buying has per- 
|haps reached the greatest stage in 
automotive business in New Jersey 
this year, but in some sections this 
has had a beneficial aspect, for it 
enables more cash sales. And as 
jobbers have been considering 
icredits more carefully than ever, 
they are not complaining along this 
| line, 

As one jobber says, it is essen- 
tially the duty of all jobbers to pay 
strict attention to every detail of 
business. In some quarters, despite 
curtailment in sales and poor col- 


pared with the first half of 1929. | 





| 


volume | this year has been very poor, 


|per cent., Mr, Lebair says, 
crease was general, 


}of Long Branch, 





lections, jobbers are optimistic of | 
a| the future. 
This is | shown by recent expan- 


sions, new branches, shite: 4 
lines and expansion of territory. 

The immediate fall outlook in 
New Jersey is bright and jobbers as 
a whole report sales better with thé 
beginning of the second half. The 
consensus is that 1931 will be on a 
par with 1929. 

H. W. Lebair of the Lebair Auto 
Supply Company of Trenton, job- 
ber of supplies and garage equip- 
ment, reports that business so far 
with 
worst in the con- 
Volume in the first 
dropped off 10 
The de- 
with no par- 
ticular items getting the brunt. 

“However, Mr. Lebair continues, 
“it does seem as though business is 
picking up a little bit, and we hope 
that the fall business will be bet- 
ter.” 

C. H. Hall, Jr., manager of the 
Norwood Tire Company, Inc., whole« 
sale distributor of automotive equip- 
ment, replacement parts and radio 
reports that vol« 
with last year, 


collections the 
cern’s history. 
half of the year 


ume is about even 


and that collections are slow, taking... 


a great deal more effort than last 
year. 
“I feel,” “that it is 


Mr. Hall says, 


(Continued on Page 23) 


Always Far In Advance 


SZRAKAM 


‘845 


Price at factory 
Shatter-proof glass extra 





ienana 


oe Sixes and Eights 
have made their thousands of owner- 
friends by being in advance in value, 
in advance in quality, in advance in 
special and valuable features promoted 


and developed three years ahead of the 


present market. 


In this lies much of the value 
permanency of the Graham franchise. 


Much of it lies in the Graham dealer 


policies, in the Graham 


dealer is a Graham part 


profitable conduct of his business is the 


first and most vital consideration. 


In times like these, and in 
sighted dealers welcome 


chise, such factory policy 


The Graham offerings this year are the $8 
: . . Standard and Speci: 
finest cars the Grahams have ever built,  S*¢"4ard and Spec 


priced on a most favorable basis to the 


buying public. 


>> QUALITY 





GRAHAM STANDARD SIX FOUR-DOOR TOWN SEDAN 


From now on, 


buying will be done not on the basis of 


more than ever before, 


price alone, but on the basis of the right 
price plus value in quality and in ad- 
vanced features. 


The advantages of the entire Graham 


dealer-policy are so strongly in favor of 


and the 


view that a 


ner and that 


all times, far- 


such a fran- 


other Graham attractions irr 


and attitude. 


Graham Standard Six Four-door 


45; 


St 


Graham time-proved four- 


- 33 + THE * 


Universal 


and Special Eights, $1445 up. 


pecial Sixes and Special Eig 


BEST 


the dealer that you should wire or write 


at once to Graham-Paige Motors Cor- 


poration, Detroit. 


7 y y 


Graham cars give the buyer value and perform- 
ance —reasons in plenty for preferring them. Their 
crowning appeal is the safety of the shatter-proof 
plate glass doors, windows, and windshields. The 
more a buyer studies that protection for himself 


aud his family, the more surely it renders all the 


sistible. 


Town Sedan, 


Six-window Sedan, $895. 


ul Sixes, $845 up Standard 


Prices at factory. 


shts equipped with 


cea transmission. 
s 


* POLICY <<< 
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— | . a — | ‘3 ss | * ry . 2 : [ ~~ 
| | Pee Ee | | 
| | | iw | oo z= ® | 
| j |No. Serv. Stat’s| 7 9 ae (6 ; Ee o ‘ 
Car and No. Yrs. | Name and Ad- | Names and Titles Principal |No. of Employees; No. of Dealers |Carrying Parts 3 sss 4 First 3 ae Sales First Six —_ Net Profits 
i si dress Mfr. Officers | | | | . 
en 2 eee oe | 1930 | 1929 | 1930 | 1929 | 1930 | 1929 |BSa%| ga | 1930 | 1929 | 1928 | 1930 | 929 
— E. L. Cord, Pres. :)hCOUllCUd OS | | 1 | | =a 
Auburn Automo-| R. H. Faulkner, V. P. | | | | | | | | | | | | | 
‘ord| bile Co., Auburn,' B. O. Suepp, Treas. | | | | | | | | | 
nee | R. S. Pruitt, Sec. | 3,000 | 2,500} 850} 700 | 1,000 | 800 | 102,000 | 1,000,000 | 8,690 | 10,350 | 6,392 | _866,008 | 1,839,508 
eer iceicaincicinp oo | E. T. Strong, Pres. & G.M. {| S| | ae | | | | dieias | i * | | 
Buick Motor Co.,! C. W. Churchill, G. Sales M.| About | | About | | | u 
*Buick (23) | Flint, Mich. | E. J. Poag, Asst. Sales Mgr. | 25,000 | | 4,000 | | | | 5,000,000 | 62,814 | 75,137 | 99,176 | See G. M. | _ See G. M. 
———T Gadillac Motor | L. P. Fisher, Pres. | | | | | | About | Pe sales * f 
| Car Co., Detroit,) L. McNaughton, V. P. | About | u | 
*Cadillac (30) | Mich. | H. N. Stephens, G. Sales M. | _ 9,000 | Birt il | id | 3,000,000 | 5,576 | 8,134 | 10,228 | SeeG. M. | _See G. M. 
~~~ Chevrolet Motor | W. S. Knudsen, Pres. & G.M|| | | Si aie ‘| | | pian | | . ete 
| Co, Detroit, | C. F. Barth, V. P. About | | Abou u ut | 
*Chevrolet (20) | Mich. | H. J. Klingler, V.P.&G.S.M. | 35,000 | | 10,008 | | 17,500 | | | 9,000,000 |459,984 [507,424 [587,554 | See G. M. | See G. M. 
ne ee ; | l |All divs.| | * saa EP = 
| Chrysler Corp., | Walter P. Chrysler, Pres. | | | About | 
Chrysler (22) | Detroit, Mich. | J. E. Fields, V. P. | | | 10,000 | | 36,396 | 44,917 | 90,079 | —— 3,408,856 | 18,095,239 
oe | De Soto Motor | | | | | | | a “ ‘ian oe. 4 
| Corp., Detroit, L. G. Peed, G. Sales Mgr. 
**De Soto | Mich. | J. J. Palmer, Asst. G. SM. | | | | | | | 23,107 | 32,726 | built {See Chrysler| See Chrysler 
—— | A, Wanderzee, G. Sales Mgr. | | | | About | | | 
| See Chrysler | W. M. Purvis, Pass.CarS.M.| About | u 
**Dodge (16) | Corp. | H. S. New, Dir. of Distrib. | 35,000 | | | | 5,000,000 | 51,196 | 82,542 | 80,931 | See Chrysler| See Chrysler 
ae tae | William C. Durant, Pres. | l | | | | | | | | | 
| Durant Motors, | R. A. Vail, V. P. | | | 
| Inc., Lansing, Hal W. Alger, Treas. | | 
Durant (9) | Mich. | H. FP. Herbemann, Sec. | | | | | | 14,504 | 28,604 Sree | No een 
— | See Hudson Mo-| | | | | | 
Essex | tor Car Co. | | | | | | { | 44,624 |127,700 |103,366 | See Hudson| See Hudson 
_ Ford Motor Co., | “Henry Ford, Chairman l l | | | | | | | | | | 
Ford (21) | Detroit, Mich. ” | Edsel Ford, ‘Pres. | 150,000 {150,000 | 8,500 | | i | __—7 88,650 |792,841 |179,420 | No report | No report 
vi Franklin Auto- | H. H. Franklin, Pres. ; | | | | | Po. . e | | | | | 
| mobile Co., Syra-| John E. Williams, V. P. | | | | | | | 
Franklin (28) | cuse, N. Y. | F. A. Barton, Sec. & Treas. | 1,500 2,500 469 | 471 | 487 | 486 | | 1,195,800 | 4,723 | 5,868 | 3,520 | No report | 
oe l | R. E. Gardner, Jr., Pres. | l l | | rT | | | | | | | 
| Gardner Motor | F. W. Gardner, V. P. | | | | | | | | | | 
| Co., St. Louis, | F. H. Rengers, G. Sales M. | | | | | 
Gardner (9) | Mo. | Geo. D. Spinks, Asst. Sec. | 400 600 | 286 | 374 | 286 | 374 | 80,000 | 250,000 | 668 | 1,254 | 1,756 | No report | 
— | Graham-Paige | Joseph B. Graham, Pres. | | | | | | | | | [a 4 
| Motors Corp., | Robert C. Graham, V.P. | I | 
Graham (21) | Detroit, Mich. | Roy A. Graham, Sec. & Tr. | 1,275 2,682 | 2,659 | 2,700 | 2,668 | 2,707 | 480,808 | 2,030,150 | 19,500 | 34,475 | 26,451 | d 880,960 | 1,341,711 
= : yore | R. D. Chapin, Chairman _ _- - | = en | . 4 | 
| W. J. McAneeny, Pres., G.M. | | | | | 
| Hudson Motor | J. H. Whittaker, ist V. P., | | | | | 
Hudson (214) Car Co., Detroit,! Asst. G. M. | | 
Essex - Mich. | A. Barit, 2d V. P., Treas. | 5,250 | 5,100 | ! | _ {4,953,331 | 2,821,264 | 20,546 | 37,982 | 28,301 | 3,392,012 | 10,624,512 
| C. D. Hastings, Chairman | [ | | | a ee | | ee ae | 
me Hupp Motor Car) DuBois Young, Pres. | | | | | 
| Corp., Detroit, | R. S. Cole, V. P. | | 
Hupmobile (23) | Mich. | Wm. Graham, V. P. 3,266 | 4,273 | 1,618 | 1,527 | | | 497,433 | 2,874,577 | 16,029 | 22,334 | 30,450 | 509,053 | 2,834,382 
— | Edward S. Jordan, Pres. | | =| | | | "| | | | | 
| Jordan Motor | John McArdle, V. P | | | | | | | 
| Car Co, Cleve- | A. FP. England, Treas. | | | —_ | | | 
Jordan (14) land, O. | R. C. Reichel, Sales Mer. | 192 | 286 | 410 | 428 | 22 | 212,800 | 672 | 1,275 | 2,713 | No report | 
TO TSee Cadillac Mo- pnees ee ee | | | | | | 
*La Salle | tor Car Co. } | im | 6,974 | 10,968 | 9,428 | See G. M. See G. M. 
— | See Ford Motor | l | | | | | | | { | | 
— | Co. | | {| 2,573 | 3,317] 3,431 | See Ford See Ford 
r | G. M. Williams, Pres. | | | | | | | | | | | 
| Marmon Motor | A. R. Heiskell, V. P. | | | | | | 
| Car Co., Indian-| C. J. Sherer, V. P. | | | | | | | 
Marmon (79) | apolis, Ind. | Col. Howard Marmon, VP. | 1,428 | 1,850 |. 1,325 | 1,350 | | 125,000 | 1,660,000 | 7,473 | 11,881 | 8,826 | id 145,720 | 11,089,001 
— | Nash Motors, | C.W. Nash, Press || &# | l | l | | | | | ee 
| Inc., Kenosha, | E. H. McCarty, V. PG. M.| About | | About | 4 | | | | 
Nash (13) | Wis. | C. H. Bliss, Sales Mgr. | 15,000 | | 4,000 | | | | | 28,367 | 64,707 | 47,839 | 3,715,408 | 10,742,199 
—- | Oakland Motor | eee l | | | | | | | | | | 
| Car Co., Pontiac, A. R. Glancy, Pres., G. M.| About | | About | | | | | 
“Oakland (23) Mich. _ | W. A. Blees, V. P. | 6,000 | | 3,500 | | | | 14,215 | 19,459 | 23,221 | See G. M. | See G. M. 
ee “Olds Motor | I. J. Reuter, Pres. oe | | | | | | | | | | 
| Works, Lansing.| D. S. Eddins, V. P. | About | | About | | | | | | | | 
"Oldsmobile (33) | Mich. J. T. Collins, Sales Mgr. | __3,000 | | 2,000 | | I | 33,431 | 53,823 | 38,509 | See G.M. | See G. M. 
"| Packard Motor | Alvan Macauley. Pres,G.M!—_—*«| | | | | | | : | | 
| Car Co., Detroit,) J. G. Vincent, V. P. About | | | | | | | | 
Packard (31) | Mich. ___| R. E. Chamberlain, GS. M. | 10,000 | | 1,300 | 1,250 | | | 15, 796 | 23,155 | | 20,027 | _ 5,526,000 | 14,675,900 
= | Peerless Motor | James A. Bohannon, Pres. | | | | | | | | | | | | 
| Car Corp., | William T. Young, Jr, | About | | | | | i | 
Peerless (30) | Cleveland, O. | G.S. M. | 1,000 | | 2,737 | 4,634 | 4,541 | $208,839 | id 306,519 
— ; gaan ia A. R. Erskine, Pres. ie ; | | | | | | | | | | | 
Pierce-Arrow | A. J. Chanter, V. P., G. M. | | | | | | | | 
Motor Car Co., | S. O. Fellows, Treas. | | | | oe | | | | 
Pierce-Arrow (28)| Buffalo, N. ¥. | E. C. Pearson, Sec. | 2,268} 3,685 | 573 | 449) 573 | 449 | 107,895 | 1,513,855 | 4,103 | 4,487 | 3,142 | 1,031,000 | 1,737,000 
— _ Plymouth Motor) “eer ae. ee j | | | | | | | | | { 
| Corp., Detroit, | FP. L. Rockelman, Pres., G.M. | | | | | | | Not | | 
**Plymouth | Mich. P. C. Sauerbrey, V. P. | | | | | | | | 33,744 | 46,246 | built | _|See Chrysler| See Chrysler 
*Pontiac | See Oakland [| ~ Ce ie ee | | | | | 45,470 | 97,984 | 98,165 | See G.M. | See G. M. 
— | Reo Motor Car | R. H. Scott, Pres. | | | | | | | | ee 
Co., Lansing, | Robert Wilson, G. M. | About | | | | | | | | 
Reo (26) | Mich. | L. G. Paxson, S. M. | 6,000 | | 1,100 | 1,000 | | 10,417 | 17,637 | 27,773 | 349,397 | 1,686,358 
—S ‘A. R. Erskine, Pres. =“ - r | | | | | | | | | | 
Studebaker Paul G. Hoffman, V. P. | | | | | 
| Corp., South | H.S. Vance, V. P. | About | | ou | | | | | 
Studebaker (78) | Bend, Ind. | J. M. Cleary, S. M. | 45,000 | | | |1,420,501 | 8,426,560 | 31,538 | 41,056 | 46,035 | 2,567,317 | 11,183,879 
~ Stutz Motor Car! —s = i. | | | | | | | 
| Co., Indianapolis, | | | | 
Stutz (18) | Ind. E. S. _Gorrell, Pres. | | 318 | 1,079 | 1, 218 | No report a 
Mum are : ose set - ond ] | | | ] | Not | 
*Viking 4 See Oldsmobile | | | | | | 1,554 | 1,492 | built | See G. M. | See G. M 
| | L. A.«Miller, Pres. l a | | | | | .- —- —— 
Whippet-Willys | | G. A. Graham, V. P. | | | | | | | 
Willys-Knight | Willys-Overland,| J. H. Gerkens, V. P., Treas. | | | | | | | | 
_ (25) | Inc, Toledo, O. | A. B. Qualy, Sec. 20,000 |S yr. av.) 4,282 | 4,209 | 3,825 | 3,941 |2,428,372| 6,504,232 | 45,317 |137,819 |131,733 | 152,000 | 4,155,000 
Windsor and) =~—|| Moon Motor Car| : oe hall | . oe. a ee | ee eee | ———ey ; 
_Ruxton  _| Co, St. Louis, Mo.| William J. Muller, ree ea | | | | | | 531 | 937] 1,384 | No report ; 7 
General Motors | l Alfred P. Sloan, Jr., Pres. | a i | | | | | | | | | 105,932,428 | 151,860,310 





d-Deficit 


+Nine months ended June 30. 


¢Three months ended May 31. 


*Division of General Motors, see 


bottom line. 


**Division of Chrysler. a-Division of Ford. 
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In the Fall; First Half ‘Spotty’ 


(Continued from page 21) 


the duty of every automotive jobber 
to pay strict attention to all details 
of his business just at this time.” | 
S. E. Nichols, secretary of Elin} 
Auto Supply Company, distributor 
of automotive equipment, Newark, 
reports that business so far this 
, year indicates a reduction in volume 
of from 12 per cent. to 15 per cent., 
with collections rather difficult, in 
comparison with the past years. 
While the first six months has been 
somewhat disappointing. in the 
opinion of Mr. Nichols, he believes 
thai the last six months of this 





year will show considerable im- 
provement. 
“This improvement,” Mr. Nichols 


says, “is based, probably as much as 
anything else, upon the seasonal 
conditions; the big-volume items, 
such as anti-freeze, skid chains, etc., 
which are most active during this 
period. 

“We are preparing for an extra 
large volume on this class of goods 
this year. and see nothing in the 
picture which would indicate that 
we will be disappointed.” 

R. G. Pruden, secretary of the W. 
E. Pruden Company, Inc., of New 
York, jobber in automobile supplies, | 
hardware, steels and metals, which | 
operates a branch in Newark, re- 
ports that the business of its New 
Jersey store during the first half of 
this year was not all that had been 
expected. 

“We have confidence,” Mr. Pruden 
says, “in the jobbing business in the 
long run, 
improvement this fall. 

“Although we cannot feel sure of 
this improvement, we are banking 
on it to the extent that we are con- 
sidering enlarging our sales force, 
and are making considerable 
changes in our Newark branch.” 

Dwight W. Grover. president of 
Motorcraft Corporation, Newark, re- 
ports a slight falling off in business 
since May 1, believed due to the 
general business depression in all 
lines of industry. 

“Collections have been 
difficult.” Mr. Grover says. 


“The 


lines that have stood up best have | 


been: Brake linings. pistons, rings, 
valves and bearings. If general 
business improves in the fall, it will 
improve parts business.” 

Charles Shick & Company, Tren- 
ton, reports that while the first 
half of 1930 showed a falling off in 
volume of about 8 per cent. there is 
every reason to believe that the Jast 
half will equal the record of 1929 

“The boys on the road have 
worked harder and the house has 
taken some smaller margins than 
in 1929. but taken al) in all we are 
very much pleased with conditions 
as we find them,” according to a 
member of the firm. 

Collections are coming 
particulary in the rural districts, 
is claimed. 


Los Angeles Jobbers 
Use Three-Year Average 


in nicely, 
it 


Los Angeles, Aug. 26.—The cen- 
sensus among local wholesalers in- 
dicates that volume for the first 
part of August shows some increase 
over that of the first part ef July. 
Inasmuch as 1927, 1928 and 1929 
were considered peak years, some 
wholesalers are striking an average 
from those years and are using the 
resultant figures as a basis for their | 
quotas for 1930. | 

Frank W. Dillin, 1017 South Olive 
St., head of the concern which bears | 
his name, announced that business | 
for August had run about 5 per cent. 
ahead of the previous month to date. | 
He declared that he felt confident | 
that September and October will | 
continue to show an increase. Mr. | 
Dillin has been in his present loca- | 
tion only three months. | 

Volume for this month is about 
even with that of July, according to 
George Myers. sales manager for 
Automotive Sales. Inc., 1337 South 
Flower. 

Declaring that 1929 had been so | 
tremendously good that it could not | 
have been expected to last, 

Smith, head of the Motor Rim mand | 
Whee! Service of California, stated | 
that they were taking an average of 
the three years prior to 1930 and 


and hope for a decided 


unusually | 


comparison with the 
present year. Although volume for 
this firm remains about even, Mr. 
Smith indicated that he felt condi- 
tions again were on the up grade 

Two different wholesalers report- 
ed that their volume was running 
behind that of last year. Mr. Bar- 
low, head of the Handy Parts! 
Stores, of which there are five, with 
the main store located at 1501 
South Hope, said that sales for 
August to date were not up to those 
of the previous month. 


Portland, Ore., Jobbers 
In Healthy Condition 


Portland, Ore., 26.—Jobbers 
in autemotive supplies here report 
business very good and the outlook 
for fall still better. Here is what 
‘the three leading jobbers of Port- 
land have te say regarding business: 

“Prospects for fall look good,” de- | 
clared A. M. Cronin, Jr., of the R.} 
J. Cronin Company, 100 North 10th 
St., who believes that business is 
now on the up grade aicver having 


using that for 





| been on the down grade for some 


time. “The problem is just a ques- 
tion of time,” said Mr. Cronin. 
“There is still as much money in 
circulation as there always has 
been; it is up to us to get it. Busi- 


| being sold today 


| ness in the Northwest this summer 


Jobbers Look for Big Gain — 


has been pretty good, and our firm 
expects to finish the year just about 


15 per cent. behind last year. Col- 
lections are not bad at all. In fact, 
we would say business here is in 


a healthy condition. 

“As we all know, more cars are 
than the manu- 
facturers are turning out. This in 
itself is a favorable indication of 
good business, for last yvear the 
manufacturers were reduced to sell- 
ing cars by all kinds of tricks. Now 
that consumption and _ production 
are reaching a State of equilibrium 
we have hopes. 

“Conditions are returning slowls 
to normal. We have been through 
similar periods of such depression 
before, and the best reason for be- 
lieving that business will again be 
very good is the past precedents 
which have been set. I was talking 
with a Portland banker the other 
day, who said he was having a hard 
time in placing loans. Surely, Port- 
land is not badly off when no one 


needs to borrow.” 
C. F. Wright, of the firm of Bal- 
lou & Wright, 93 North 10th St.. 


stated that in the thirty-three years 
in which their tirm had been in 
business, last year was the best year. 


so far as the volume of business is 
concerned, and 


that he expects to 
finish up this year with business 
only 6 to 8 per cent. less than last. 
This firm finds that its whole line 
is moving very satisfactorily, and 
that the percentage of collections 
is very good; just as good as last 
year, in fact. The dealers are buy- 
ing in small quantities. of course, 
but they have been doing that for 
a number of years, which, | _Mr. 


Every month 


| Wright believes, is an excellent idea. 

The Wiggins Company, Inc., 41 
North Park St., likewise had an op- 
timistic report. E. R. Wiggins of 
that company, stated that business 
would undoubtedly improve within 
{the next couple of months. Excel- 
, dent orchard crops will release new 
money through the canning indus- 
try. Building operations and engi- 
neering projects throughout Oregon 
will similarily make for good times, 
he believes, 


Baltimore Business in 


First Half Is ‘Fair’ 


Baltimore, Ma., hae. 26.—"Auto- 
motive accessories sales have become 
a barometer by which merchants are 
enabled to judge existing trade con- 
ditions. A condition that is true 
only te the extent of co-operation 
accorded by automobile’ dealers,” 
said Thomas G. Young, president of 
the Auto Supply Company. 


conceded’ _ that 


“It is generally 
business, for the first part of this 
vear, has been fair,” declared Mr. 


Young, considering the intense com- 
petition in the wholesale jobbing 
world, and the reluctant attitude of 
dealers to merchandise accessories. 
Certain of this competition comes 
from the small jobber, who at the 
present time is nonplussed in his 
efforts to figuratively keep his head 
above the water line. His natural 
handicap—lack of space and oft- 
times limited capital—prevents him 
from mimicking the larger 
houses who, without serious setback 
;may curb activities in advertising ° 


_for 6 





jobbing | 


23 


= 


and promotion, lower their invene 
tory, and yet maintain a higher de 
gree of service to their 

Mr, Young expressed 
“that a change in the condition of 
jobber sales could be easily experi- 
enced if the dealers would adopt a 
policy of going one step further in 
the sale of new and even used auto- 
mobiles. It is but a simple matter 
for the dealer salesmen to talk ac- 
cessories to the buyer in the final 
arrangement for delivery of the new 

}car, without jeopardizing the busi- 
ness. 

“Such action by salesmen would 
have a dual effect. It would nat- 
urally reflect in his earning power 
and his company’s volume, and at 
the same time be of decided worth 
in combating the jobbers’ problem. 

“That this degree of co-operation 
has not developed as it should is 
due to a fallacy of belief that ‘push- 
ing of accessories’ tends to create a 
feeling of ‘overloading’ in the pur- 
chaser’s mind. Yet such is not the 
case. The majority of car owners, 
particularly those whose taste runs 
to sport models, are live prospects 
for 
suggestions from the salesman. )v 
is easier for the salesman taking the 
order for the new car than for a 
new man. His sales arguments for 
his car have already won the buyer's 
confidence, hence his recommenda- 
tions for extras would carry weight.” 

As a counterant to the present 
state of affairs, several wholesalers 
are planning fall merchandising ac- 
tivities and reorganizing radio de- 
partments in anticipation of agres- 


the belief 


(Continued on Page 24) 


months 


Hupmobile’s dealer organization 


has STEADILY INCREASED 





Hupmobile 


193m 


SIXES and 


HUPP 


There are features in the Hupmobile franchise thats, 


recommend it to every fair-minded dealer. 


There are clauses that give full protection, 


that give 


added advantages on the selling side, that give security 


and insure fairness. 


But the unwritten policies 


staff... 


. These are equally res 


iis hnown 


Hupmobile. 


record for playing the game squarely, its recognized 


justice in dealing with every member of its selling 


ponsible, with the legal 


contract, for the number of new dealers who have joined 


Hupmobile holds its dealers. 


Hupmobile every month during the past 6 months. 


Year after year some of 


the wisest men in the selling division of the industry 


continue to prefer the Hupmobile car and the Hupmobile 


odel 


EIGHTS 


fail to read the Hupmobile franchise . . 


MOTOR CAR CORPORATION 


organization. 


and between the lines. 


DETROIT, 


And if vou are considering a new connection, do not 


beth literally 


MICHIGAN 


cutomers.” 


accessories, and would welcom®, 





- 
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_ JOBBERS LOOK FOR 
BIG GAIN IN 193 


(Continued from Page 23) 


sive marketing. Radio equipment has 
been said to be a valuable addition 








| Loock, 


the year to the present, was indi- 
cated in an interview with R. J. 
president of R. J, Loock & 
Co. Mr. Loock stated that the gross 
volume .of 
about 3 per cent. less this year than 


for the same period of 1929. Con- 


isidering adverse conditions 


throughout the country as a whole, 
this is a fine record. 





his business was only | 


}ness,” declared Mr. Loock, “is one 
with many ups and downs. The 
goods that were moving at a fast 
clip five years ago are not turning 
over at all now, but we are expec- 
tantly looking forward to fair busi- 
ness for the fall for all classes of 
merchandise. I look for improved 
conditions when 
motorists have all returned to the! 





























to many houses. This class of mer-| “The automotive Jobbing busi- city and the general overhauling of 
chandise fits in well with an auto- — - - F a —— PDR Na 
motive stock and appeals to the 
gh ee CUMULATIYV E NEW PAS SENGER AR 
is subject to a certain seasonal 
fluctuation in volume, the high point | 
coming at the time when automo- | Returns today: Louisiana, Michigan, 
tive sales are lowest. The resultant Figures in this table are from R. L. Polk & Co. of Detroit, with the exception of Illinois, which are supplied by the Robinson Advertising 
tendency to level out this seasonal | desiring county, city or town lists, or lists of owners in any given 
volume is one of the advantages to | - cs , . col > es 
the jobber in handling radio prod- | Some of this data has been published previously, but it is 
ucts. However, the merchant should | —— 
not let radio sales prove detracting | ~ = 
enough that his automotive business g = be & ts £ 2 
will suffer. = Fis 4/3 a i 
R. Wentworth Norris of R. W. 3 2 =z 3 . zg 5 
Norris & Sons., jobbers of replace- Oo Oo o | (i o So x 
eden ginger nape eg cd 5 m8 me] Ee 
’ 5 <a ae os ~~ <2 ~~ ——_— wa —_ f aa a ee ee ae a a de ee > 
bing houses in Maryland, reports Arkansas | a a | # | er, me $1 _1912 TF cuilins = a3] 2 
that business is fair at this time,| Conn’ ticut | 21 21 __ 277 28 _ 696] 119) 4 136 119) 15] 21 119, 1464 16 | 81 | 65 16 8 36) 3 
and, since the first of the year, has Delaware | 2 2 | 33 5 152 | 23 | 6 4) __13| rT CO?) ee | | 1| 6 10} | 1| 
_- eg a gs of hand- Florida | 11 16 48 6 655] 59 2; +19 34, ——~COS]SC«S«2:1008 6| | 44) 22; 20 l 8| z 
o-mouth uying. a ominant part = ae een ie oR He a ee on eo ee ee Pe) a ke 
of the current depression, Mr. Norris Idaho | d | E.. —— 221} __ 20! ! ana __19|__—19} eticadaes c __|__ 16} 2 ‘ ; _| 
hopes to see the return of large Mlinois | 75 — 34| 3; 562 72) 3495] 411| pa 269-346, 103] 242) 7270) 50} 19) 175] 153; 280 6 66| 27 
volume parts buying by the dealers. Louisiana | 5 12 50 8 697 | 34 1) 4% 58 8| 25} 1123 4 1 17| 14) 13 1| i 
Accessories, such as horns, spot-| Maryland | 4 12 | 123 21-868] ~—«79* 2 19 36,15] 46,1375 8 | 40] 23 39| 12; «4 
a oe Ve ee, oF en | (Ul ~|__ 468 581586] 171/845 GS] HTT 
selling slowly, and collections are) ———————'——-— — a a —— ———-—_-—— ——— ——— ———————— ——— 
very poor. Minn, | 16 33 140141777 158) | aT ~ 105) 46] (102 "2772 4 2; (93] 53,79 l 26| 11 
This merchant still carries wagon Missouri | = 11 35 | 133 8| 1242] 91) 2; 47; 125 22) 95 1769 8 7 67) «+29 35 | 22 15 
og — anaes. being one of Montana | 5 ~~—~*: | a 3; 322] «34, —C—=—“‘“”*«QkK)88]CG]SCOCG| iC | 14) 15 12 _ 1 
the few places where antiquated car- | — — ce yy go osc sg os vg ooo os oo te os oo 7 
riage equipment can be furnished. | ™: Hamp. | 10, | | Hy] 29) 473) Be i 16 3 1 2 1 
Mr. Norris said: “Progress is des- N. Caroling 3 12 69 7 958] 92 1 20 66 6 | 44, 1854 2 | 27 | 30 6 12 3 
tined to become automatic, but the N. Dakota 1 2 | 12 352, «17 | 10 19, «13]'—~—S—té«<“RSC ‘iT | | 124 4 1 l “| 
extent or that progress depends Oregon | 4 34— 125 1 607] «+62; #1 55 «72 #108] #63; 1256 5 3 «5, 42 54 | S| @ 
upon the interest and co-operation -_ _ & z ‘ _ Q907 - te R99 nM a aaa eo ute a a 
given by equipment manufacturers oe. | Sides et in sean a ae — 5 ea ‘ = 174] __ 393 — —_ . — a io ee J - - 
to the jobbers.” Rh. Island} 7 1 ; 91 9 306[ 71 1 6936 8] 34,722 6 2) «22]~—~C«2 21 12 2 
This house is a firm believer that |S. Ca'lina | | 4 | 28 o24| 36 23 18 3] 18) 895 3 | 9| 7 9 | 2| 
proper displays of merchandise will S. . Dakota | : ee 3 l 14 643 | 29) | 13 58 ~ 40): 20; 897 “| 14] 17, 13 2) 
a a) 
principle of putting tools where they Vermont | 4 5 32—Ci« SAY 85] eC 175] 2898 __ ‘i4] 14 ~~ 6h. ld BG 
can be seen and handled, resulting Wash. | 20 9 189 10 __ 832] 148 4 __ 94 90 120 | 60 __ 1885 10 1 53 | 30 __ 54 o 8) 6 
in a quick sale, is an old one, but)W.Va. | 9 9 | 959 7 809] ~~ 8i| 1 38 ~=—:109 25, +-83'-«:1298 2 1; 71] 26 23 5| 2 
oval Norris smiles as he says, “It Wisconsin] 18 24 | 290, 24; 1781] +165; 2 109 ~~ 142 85| 144; 2794, «12 91} 81 52 1 | 5 
works. sara - —a0QR 1471 - ; RI nna nna eee aT mee aininiany nein as anens 
An expression of satisfaction with Dis.of Col. 9|__ 396 47 1130 6 i 5 
business conditions for the first of | _ Total | 324 538 3 _ 3698, _ 393 24701] 2839. 83 1561 2366 991 1989 48409 207 46 1476 | 1055 1268 31 389 133 
*Ove months 
coe N Ne ER R RE ISTR TION! FOR FIRST 
This table was first pees in the August 8 issue and 
ie =e ~ | = to o | | > “. z ~ a 7 . 
$ eo tat? a he 2 | a | a s s | 3 = 3 3 
5 S 2 & ; $ S ~ if 5 4 3 3 3 xe 2 3 a 
Name of Car | 3 z 3 = : 2 . = Z s 2 3 a Z S ‘2 = > ¥ ‘3 e r $ 3 3 
a 12 £\a2i3 = eis > gj #| 8 z 3 o Z ‘3 a 4 sis; gs|s 3 2 
« - « 0 o S a i O = = = = | ta ral = a = ® = = = = Z 
Auburn — 5 7 8 553 48 «190380 26 8-590; 244) 27 26 635. #37 + # #«+318' 59| 369 123; 67, 1; #4173; 22; <4 
*Austin — | e- ij 1 3 a ! f 2 sk ak - e 
Blackhawk 2 11 1 9 1 2 l ia. hC~=CSD 4 xs J 7, og | ft a 
Buick 369-226-231 3878544 1160 = 202, 608, 411146, 4180, 1069, 729/641 291323 4276892825 2349761311 ~ 1379! ~«173) ~—«508 
Cadillac | __ 22 7 25° 623"—~—~=C*‘i SCdNBC 61 34 4 419, ~—O78|~—Sts«O4 26 °« #427 ®©«#+20' + 50 41 337, 357, + «43 10 106—~—é‘;;*é‘«‘Cid 
Chevrolet 5006 1498 3351 20070 4614 468310515113 48711955, 23777 11460 15496 74496694 «4493-2275 ~—«G644' «11388, 19191 11733, 4777 17736 1971] 7990 
Chrysler 192)" 73-243, 2658 320785 = 122/ 399176 99 2560; 883; 684 327. 474298307 4881632; 1157, 91187833 ~ 153) 403 
Cord Ce > 2) 1665 62,6, “a‘aarhhCUti‘i”*é‘ié‘ “]!S”SC OC 8H CP 
DeSoto 7 120 133, 2417 «189 617, 29156 121,105, 1922, 942; 232, 86 6HsCiBS——«iGASSC«d‘SG—SC*«iGO}_CSCédM022}——3'03,-—s140 541; 128] «150 
Dodge 202) 170 = 3693150474992 32. 301, +346 + «=«©226; +2995; 1378) 1185 703 669  °®# 517 332 398 2239 1700 687, 257 1305) 208( 654 
Durant’ 14-7953, 1918 368 132 855A BT 129 44,283 508 140 «179—”'é—“‘<‘CUK;!”S*~*«~d*C:CSC(‘«i‘SBSSC«TDYCOB|S3BD, = 85) 57G, CTS: 
Essex — 207, 74 = 127-2302, 407-1097, 106) 4311491152722) 1689, 298, 597 Ss«GG——“(i«é‘dSCS729_—S—*«~MTO,:~SC«SA| «3065, «856 =: 83,1504) =:184| 344 
Ford | 7593, 2233 5507, 45175 7058 = 8032-1983 9182 8443-2723, 42958, 20551, 19710 10774, 10415 7062~—«3723—« 8888, 27621 49623 “20111; +7037, 24451; +2723) 10994 
Franklin [ 310, 6420 25 ~«158 14 51 47 8 404 5120 I 33 °° #«217 31S 820,191 8BE_ DD 
Gardner a | | @ 3 140 11 1 1 1 140 3 ool ~ 4 76 | 5S 
Graham 105 80 89 1611 280 498 11; 304; —«:156 81; 1287; 489, 379 177,/ +147, +133; 89 321' + +#+‘772| 1011; 538) 56: 751 57,181 
Hudson 111 51 46 «1387217 485052273127 53) :1334, 727, 445 381 —«197~—=S«123,—Ss=«231S”s«éG3|S«d1276| +1539 395, 49467, —S«7|Ss«d: 
Hupmobile 84 82, 45 «(1042142419 35 «115, «129 22) 1400; 341, —«296—=«CGO!)S=«=«iBGCS*~C*«~i) ~S*«SS*~=<CS~S*é«S) SSC, ~~=«O8D))~SCOBKSC*«*CT,S*«STBS|s~C*«iCGSB 
Jordan ; _* 14 3 34 2; +12 a ~ 43, #19) #221 ~ § “43 25 48 a 
LaSalle — 48 15 44-626 58-271 44 81; 55) #3! + #‘707) «+94 #56 27 33 29°~—S—«OD 75; +517), +374, +108 15, 169 #4117 #«+18 
Lincoln 11 5 15, 275 9 46 6, 33 18 1 336; ~—~+55 36 22 17 s6lC<“‘ aT”! 117, 121) 20; i #62) 2) 27 
Marmon | 3 45 13, 375131129 3. 107 51 10; 592; 497; «141, 62 115 54 44 57. 337, 316 109 #22 #241 71; «63 
Marquette — | 82 74 545 556 193 226 31, 117; #81 44,515; 266) ~—-228 193 70 63 15 165 307, 371, 156 £90 233) 30) 18a 
Nash | __ 89-126, 126-1913, 362,625 ~ 63) 174 98 91; 2124; 643, 503 377 189369 315 348 1686, 652; 514 245° 803) 175| 226 
Oakland | 24 48-33, 1020122357 49,118 56 52, 986; 396; 249 203, °««109~'”'té‘i‘éC!”~=«~2)ti“‘(i«é«iD)S*é=<“C _TSC*«tAS~SC*«CKSC*=<“<«i«‘ikSCOCBSSC*~<‘«‘SY’;«COW#*«*WLCOSD 
Oldsmobile | 59126 37, 1655 226477 63; 152) 218 75! 2706; 1346, 951; +314 202)” —«152)S«—«265!—S«354/~—«21:284) 2538) +745; ~~«59, «1372 90; 498 
Packard | S83, 45 18 13048549980, 1465 15; 1330;- 249, «150; —=<i«~RBC (‘BT 84; «119; «204; ~=«i1139| +740; ~+=285 18, 326 #7 #3 
Peerless a Gee ae ee “wn! lU6mS ae UC 319, 48 22; 44 17 18, —«.22 27; —«-208 52; «15 ae 3) iL 
Pierce-Arrow | 6 —s sid: 348, 8914010} 80,22), 44GB 23, ——s«<21<4 22; «+57, Ss: 355] S78, =Ss«GO}S—t=Ciéi,SC*C«éi 2| G 
Plymouth 182 91,_—- 303-1192 332 «416 ~ 86, 268; 198) 118) 2397) 1178) 1177 499, 677, 215 383) 313) 1184) 1975; 1477/91) 1173; 208) 703 
Pontiac __ 127, 104152, 2253, 429884174) 343,161; 142, 3308, 1776, 1374, 857,440,403; 449,754, «2090, 2498; 1569, 167, 1705, 212; «621 
Reo | 4 567,85 263,278 4138] 11174 69 90 19 43 71| 474|_ 439; 105, «19,120; == 3:1, 30 
Studebaker | 206-250, 99, 341224373846) «102; 266} 100) 2335) ~ 1097| _ 607 320 271 177 324 ~ 436) 1515) 1133) 759, 102’ 614! 158) 427 
Stutz one | | 30 BD | 1 66; 14,77 3| 2; 2| 3,-—Ct“‘i‘«‘CS Y — — ve ~ 15) |: 2 
Viking | 2; 8B a a 4, +10 18, +8 +4161; +65, «+19, #=6 6 5 5 a off iia a | an 2. 2 
Whippet 82 42 52; 319210105, 5 89 «48 70; 708,519, 10; 291; 318) 53 69) 183; 279, 433{ 546) 70, 1113) lil; 412 
Willys i __48|_ 9128) 680,303,245) 4711788} 59] 1271/69, 889,454) 364] ——«i100| 201,244] iG 78| «774, —«841, ~—38|_—«992]_—=«d1:1'7|—=Ci« 
Willys-Knight jaa} 3726) 768) 128149 45| 18] 558] «129, «124; 2488 | 56 72, «99, ~~«521; +178; +172; ~—~«15) ~—« 269) ~—=—«40]-—Ss«s1 5; 
Windsor | a _ 8 we 1 | oo az ~~ #3 4 —~=“‘i‘ 29; 4 Pe | 95} J 
Miscellaneous 5| | aj i167 4 21,3 3, | 87 CstOY—“‘<‘i SC a 5 Cté‘v 29; 34; ‘*16) | 104 17 
State Totals = | 15070, 5845, 11262/105243; 17666 25172, 4539| 19141; 16635, 6483/108892| 49509| 48016; 25671, 23449) 15545! 11209, 22751; 67049) 96271) 45123| 14101| 60667| 784 TH 





the vacationing | 





cars will take place. We have a 
good stock of radios and supplies 
on hand, but are not moving them. 
However we plan some effective 
means of marketing radio products 
and getting a good volume of sales 
to tide us over the winter. Our 
automotive stocks, we believe, will 
show a fair turnover during the 


| winter months.” 


Somewhat of the same opinion | 





as Mr. Loock is entertained by oO. 
S. Trone, general manager of the 
Roper & Neagley Company, who is 
satisfied with conditions for the 


first half of the year. Mr. Trone 
looks for the long waited upward 
trend of automotive supplies to be 
a reality this fall, even going so far 


jas to expect an increase of 30 per 


cont. in replacement parts. 
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Cuts Spur Trade i in Washington 
But Don’ tSolve Trade-InProble 


(Continued from Fage 4) 


interviewed stated that the price | 
cut had resulted in numerous calls 
from potential 


customers and, 


least, a fair amount of sales. 
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The practically unanimous com- 


plaint of dealers, however, 


is that 


Oregon, Pennsylvania, Vermont, Washington. 


Service, Springfield, Il., 
section, may obtain these by addressing any of these three companies 


given here complete for the convenience of our subscribers 
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1M) | they 


25 


ldmeaiak about and securing a top- | cut that the corresponding reduc- | dividual dealers, ranging from 20 


| concer n that 
are apt 


prices, 
same |since it 


9 | | notch trade-in figure from some | tion on Essex models. 
has not 
to demand the 


that the 


garded as a very encouraging sign, | 
indicates 


This is re- | down to less than 5 per cent. 


At the Steuart Motor Company, 


buying | handling Oaklands, it was reported 


|figure from Hudson and Oakland | public is interested in higher priced] that the sales increase was 15 to 20 


;concerns on their recently 


| Cars. 


Despite the present financial con- 
| ditions, most Hudson-Essex dealers | 
prospective purchasers are demand- | report that customers are evincing | 
ing too much in trade- ins. 


After | } more interest 


Studebake 


in 1 the Hudson _price 
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Whippet 


Stutz 




















Total | 










2101) 






813) 


2085! 













1309] 





5| 


—¥z 
~ 10) 
—T 
—y 
aia 
3 
—_— 
~ 18} 
—_— 
| 149] 


| 85) 
~ 37 
~ 13 | 


the price 


4| 


—a)— 
37| 
—1— 

3 
—35— 
201 | 
6| 
a 
| 72| 


a) 
29] 














220 1e4| _ 3982 












Alabama | 4 | 6| 7] l 1| 28; Ey 

Arkansas | | |i | _ 10 27| 4| | 2| 115} 50 ki 
Conn’ticut}| 27; S106} —S «58 93| 81] 7| 19} 104, 104,25] 119] 

Delaware | 2 i 7 | 2| 9 = : = 

Florida | | 24] 20 14| 23 | l 4| 37| 36; «| 

Idaho | ——__si17 ss l | 31) 14 1] 16 
Miinois | ——73|_—=411|_—=«s134{ 359] S273 | 27} 30} 453) 418 =—«59]519, 
Louisiana | 15 15| «6 tC 22| 7 Ty 3| 48) 35] i es 99 
Maryland] 7/55, Ss —Ss«|SCi«éRDY 2 6, 122; ~—72;—i‘CYSC eee: 
Michigan | 34| 91,52] 232] —*123] 4] 8} s332,—i“‘iGA[ SCS 2203; 
Minn. 90,50; 106, 9S 6) 350} 165,17] 137] | 
Missouri | | 93) ~=«-23)~—S—«d104 65] oj 13; 170} 92] S107] 

Montana | _14 | _ 37 | 13) ay | 6 31f 10; 2 
N.Hamp. | 745) yt lit 2 #«d 2 29; 10] 36 ae 
N.Caroling 623, Ss sSsi“‘i CY CS|tt‘“‘(;!SCO*C*é‘#SSY”COC~*~*‘«CGZY | lf 
N.Dakota} 7, «S| ) aOt*~«~sYsti‘CSNOO*;*;‘CNSD:C‘éS!CO”O#~;«é yTTSC~«satC 

Oregon | 46) 25; —iS3j—Si(i‘zaT#YY:CO!*~*~Y~Cié‘<‘é‘ ;t*”*«SS]”~*~*~«SS | CMY CT 

Penna. | 97|__—436|_—151|_440]——314| 33| 51; 894 385; 55] 448) 

Rh. Is! Rh.Island| | 3] li; ix, 32], 618, ~ 13 35 

8.Ca'lina | 3] sd 1 GY Ta 0 

S. Dakota ae | «xo 1 157 70) a) ee 2, «Oo ,ti“‘ w!”~CUTYCT 

Utah | 27 so oy #42x%fF My jy i im we i) 16 
Vermont | porn eeeilni 12, ie, (i TC‘*TSSCS SS 17 4| 19) 
Wash, | | 39} 8,8] 86; 23] =—«119 

W.Va. | ‘14 14) 69| 43; 40) 28] | 3} ~—«d2+ A 79COTCHC 
Wisconsin | ___ 216) 76| 150) 55, sil) —si«St«éi AY BY CS Y]SCGL—Cié‘iY:CC 
Dis. of Col. 32/ 23| 58| 37 3 #=s 8 «x:}4+99, «+ 4; 


et 379] ati¢| 


___ 22) 
18] 
a 


—s5 


612) 


| ay 
. = 
32] 


| 295] 1 


| 18] 


Windsor 


| 25) 19 


cars and willing to buy them pro-| 
vided that attyactive terms can be 
offered. 

Sales increases experienced since 
cut on Hudson and Oak- 
land vary considerably with the in- 


and New Jersey, which are furnished by the New Jersey Motor List Co., New Car Division, Trenton, N. J. Readers 
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SIX MONTHS OF 1930 BY MAKES AND STATES 


repeated here for the convenience of our subscribers. 
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| wT. - “ ™ — ) 
tz 2|tlal¢| | € 
: a E a ee = | E 5 : 
Name of Car CI - ) | e | 8 c o & 5 
5 | & = 18 | S18 /eg;a!| eg 
zZ 12 giziz2z2s/2;6/6/6/\& 
Auburn 18) ~—«38) 12; 1988; 6, 4 486) 44; 33/6 
* Austin | - -_. ff =< tb 8 
Blackhawk x id ; 42 | ; iy CD 
Buick = | i oon ~ 193| 8355) 418) 118) 2071; 1088) 333) 4616 
Cadillac — 4) 26) 436, 2| 1265) 23) #«+41| 275 52; 24) +408 
Chevrolet (| —-312| +1549) 11608 1151| 29164) 4784; 2709) 22334 10680| "3280; 24633 7 
Chrysler | 59, 184) 1988) 79) 4895) 466, 155) 2023) 428) 242' 4192 
Cord a ~ | 237] 1 3- 6 i144 #4 #77 
DeSoto | 55| 136) 886) 59; 2419; 185)  81| 1749); 273); 192 2186, 
Dodge | 102} 135) 1650) 102; 3656, 558) 158) 2317; 1093) 346) 3663 
Durant ———~sYsSsé'YY, 67; 519) 30; 999; 54) 111; 799) 146; 405; 1219; 
Essex . #| 74| 251] | ~  41| 5290! 396) 137. 3153) 275) 319) 3821 
Ford | 546) 2521) 22445) 1716] 56199; 9159| 3787| 42738] 14121; 5841) 46652 
Franklin 3) 25, 2) 928) 31). 5| 394) 41) 58) 496) 
Gardner _ ae | 67 ; ao 15 63 
Graham | ij 77 19} 2282; 154) 70) 1215) 194) 214) 1876 
Hudson | 58} 86} 18} 2576, 213) 51) 1343) 158) 155) 1896 
Hupmobile | 13|  69| 924). 1) 2186) 40) 13) 1084, +157, +103) +1642 
Jordan —S a. = ~ | 397 —— a a a 8 
LaSalle _ l 12 18) ~ 18) 1190; 29) 6| 306 #78 36; 597 
Lincoln a 5| ~ 2) 542). 19) 3) 146) 36 nim 
Marmon gg ~9| 1091; +48) ~=~66,~=O=O586,—=S«2 62; 672 
Marquette 20 32 ~ 70; 1272) +144, +30; 507; 191, 138; 759) 
Nash | 39; 198 1S ~ 34) 4678) 137) 170; 1437; 288 172) 2583 
Oakland ~ | 8| 60) 752) 21) 1740) 84) 69; 1053) 216, 121) 1383; 
Oldsmobile | ~—*50|-—«:142| 47| 4360; 175) 133; 2801, 341; 227; 3090) 
Packard — | 14) 50) 1212)” —*«6|_—«2964;—72) SM ]S:«HS=«*d2‘AB|SSC«CSTG)—S«657 
Peerless “an | 363) #4)  #+»| 401; + ~°& 8 1; 307 
Pierce-Arrow ~ | (16) | 838). 5) | +180; +67) ~=«W2, SSB 
Plymouth : 58, 160 | 7 ~ 2777; 333) 258) 2710; 436) 247; 3328) 
Pontiac ——s|—SCs| 183) — ~ 98| 4313) 364) 273) 3613) 986)  353| 3450 
— 3|.COa,— (iTS 2; 736; —=«d14; Ss «353| 94) 2505 
Studebaker 56) 130/ 1688) 43/4236; 91) _—«153) 1689, - 263; —«273| 2425, 
Stutz ae et geen Se Te a ee —— 
Viking gq 3} i4) ~64)”~6«(262) ~~ G|—S~=<CS~StC“<C~ST,S*CSNSSC*CdY SSC 
Whippet 15, —«43|—S«:266|"—=« 4] S946) ~~ «2140; ~—*:185| «1096; +408) ~—«+52; S792 
Willys  ~ 17/102; | _- 26) 2405) 115 785] 1933) 309; —«85|_—«1937| 
Willys-Knight | 14, 38] «605,24; «1447; —=«d‘9|_—S=S 1 =—729) S78) S78] S745) 
Windsor st ena eee [ 4 aS | 140) 
Miscellaneous 1 | 8} |B] Sti‘*dT;S*é«éCYC*«O 12) 62; 
State "Totals "| 1776] 6718] 62339] 3915159229) 18287; 9005|102810| 32824|" 13612|123357, 
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per cent. 


RETAIL PASSENGER 
CAR SALES EXCEED 
OUTPUT IN JULY 


(Continued from Page 4) 


| reporting amounted to 15.082. as 


compared with 12,953 in the preced- 
ing month. These states in June ac- 


counted for 


38.6 per cent. of the 


total business and on that basis the 
July registrations would reach ap- 
proximately 40,000. Making allow- 
ances for shrinkage in some states, 
the estimate is cut to around 38.000, 

Following are the new car regis- 
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~~ 216] 
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53 


23346| 73079| 68: 


| 5628) 27612| 22821) 17359| 48561| 


| trations for the states that have re- 
| 1,647 | ported for July, as compared with 


| mG 3,937 | the corresponding month of last 
ae 4.127 | year and with the preceding month: 
—$ July, July, June, 
| | _—639 | 1930. 1929. 1930. 
|- | 2,355) Alabama ..... 1,647 4.173 2.055 
rkansas a 937 5.774 88 
| | $53 | Ark 3,937 5.77 2 
— ¥6,883 | Connecticut .. 4,127 6187 4,702 
a wr Delaware .... 639 964 798 
Fad. ee CONE <scvss 2.355 4.136 2.554 
15 | __ 3,269 | Idaho ........ 853 1,532 = 894 
| 4; 11,275 | Mlinois ....... 16,883 29,833 16,339 
l 6.790 Louisiana 2,381 3.913 2,289 
—s9 i 4577 Maryland 3,269 4,747 3,747 
| 77 | Michigan .... 11,275 24.628 14.867 
’ nnesota .790 ),77 3 
Saal | _:1,250 | Mi t 6.790 10,771 6,379 
—_ | 1,131 | Missouri ..... 4.577 7,519 6,772 
a 3.517| Montana .. 1,250 1,651 1,005 
*~__ | N. Hampshire. 1,131 1,571 1,345 
| |_—_si140 | New Jersey ... 9.128 14276 12.206 
| 1| 3,037 | No. Carolina . 3,517 6,698 3,189 
17| 9| ‘17,915 | No. Dakota 1140 2,275 1,954 
1| 1.742 Oregon --- 3037 4,931 1,816 
. Pennsylvania . 17915 26,743 25,253 
| | 1,702 | Rhode Island. 1,742 2,408 1,648 
| | 2,141 |So. Carolina .. 1,702 3,308 1,420 
at | 954| So. Dakota ... 2.141 3990 2.106 
| | 795 MED. 564-40 3¢0 954 2.014 1,357 
= a Vermont . 795 959 1,210 
| 1|__‘ 4,383) Washington .. 4,383 6845 2,536 
| | 3,279 | W. Virginia .. 3,279 4973 3,162 
1| 4) 7,385 | Wisconsin .... 7,385 13,902 6,764 
— ist. 1... 2,235 2,536 2.2% 
Se cee goes ee 
46 “111,339 | Totals .....120,467 203,258 113,485 
ert Taha. | 
e | § (efle] 4] 
£ ~ | | § £ | © Six Months 
be ¥ > | & © | Totals 
> = 5s |e is 6 
28) 38; 120 34,126; 3 64| 7,457 
_ 7 ——— - 43 
a 1| 4| [| we 
~ 227; 581; 880; _—«249)*21436; 105, 401, =i 
144. 29; +238 #42414; ~+#&921 5) 40| 5.576 
~ 1109; 8067/4503; 4730) 12358 9, 2385) 391,281 
~ 187; 509; 609) 353; 926 88 «181 36,396 
— Hn oO 2 a ] 6| ~~ 1,233 
~ 59; 280 496 224; 511 29°. «106, ~——*~C«SCOT 
163; 668) 537, 635; 1262; 129, 168; «42,428 
~ 34, 154 636) 115) 456 17 84 14,142 
~ 275, 615 627; 534) 1335 82; 324 44,25 52 
~ 1936 12534, 9598, 6831| 18404) 1199 4982 684,526 
34) +37, 69} 38) 92 - 2a,” has 
a he | 24 Seta 668 
773) 192) 261, 276 632) + #+419) 168 19.301 
~ 104; 186) 286; 185) 642 30; 122 20,546 
~ 67, 249, 334; 109; 308 36: 128 ~~ 46,629 
a 4q.0C«a‘S 7 672 
~ o 57 42; 38 101 3 48, £6,974 
4 22 15 8| 34 ] 21 ~ 2.573 
21; +~«87;~«~67|~=C«Gj~Sts«i1411 7 34 7,473 
~ 48) +178) 207 103; 356 1 784 858 
747, +253) 285) 255) 1395 58! 144 28,367 
65; «196; 154; «185; «556; 11; :120 14.215 
"120; «216 __ 523 291; 1143; +55; +293) 33.431 
~ 68) 141 114 ~ 99; 246 9| 183 15.796 
“a a a!|!|hlUmlhUCU OT 95) 2,737 
ii) 86 6fl|U|OC«SS 16). +93) +#2«31; #39 4,103 
247, 489) 610) 387| 1229; 66) 182) 33,744 
159 811) 456; 508) 1876) 53, 359 45,470 
33) 60, 83; #81; 133; 5, 28 5,249 
81, 265, 500, 219) 992 45|_-187 30,945 
— ca, a ee , a oe 318 
— 6 10 ow £9} 40; 2 9 ~~ 63558 
308)” 219) 211; 262)" —««481|"—~=CS«=|—CsB 13,146 
88, 288, 278, 347; 820; 29; 33; —_—20,749 
~ Bd| 77; 202; +81j~=«155; 13) 46} 8098 
3) | | 1| 7 | _ | ae 531 
| 24 1| 3} 57| | 38| 1,249 
2953) 11162| 1,653,605 
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_,. that 1s 


the bantam- 





The story of the Austin bantam in America is a matter 
of months .. . months packed with events . . . months in 
which contracts, sales, production, all reached high peaks. 


Here are just a few milestones in the bantam’s business 
progress: 

January 4-11... The Austin’s bow to the trade. A pri- 
vate showing is held in New York at the time of the show. 
Hundreds go out of the way to see the car. At the end of 
show week 52,025 cars have been contracted for. 


February . . . Chicago’s first private showing . . . also 
timed with the automobile show. More visitors, more 
enthusiasm ... the total number of Austins contracted for 


swells to 85,575. 


March... San Francisco and Los Angeles shows. Con- 
tinued interest... the 100,000 mark is reached, passed. 


IT WILL RUN 1,000 MILES ON 














$5.75 WORTH OF GAS AND OIL 





THE 
AMERICAN 


USTIN ©» 


making a place for itself 


April 15... Dealer inquiries total 11,000, while bantams 
contracted for exceed 123,000. 


June 3... 170,000 bantams contracted for. 15,000 
dealers inquire about franchise. 


June 28... First public showings. Over 2,800,000 attend 
the Austin’s “coming out” party, all over the country. 
Retail orders pour in, right from the very first. 


Now—the 200,000 mark has been passed in numbers of 


cars contracted for ... production is being speeded up to 
keep pace with orders . . . about 200 cars are being made 
every day in Butler ... and orders are still away ahead of 


production. 


Many features make the bantam a natural seller. What 
other car combines these features? . . . smart appearance 
... ease of handling... 40 miles ona gallon... and a fair 
price, $445 at the factory. 


AMERICAN AUSTIN CAR COMPANY, INC., BUTLER, PENNSYLVANIA 
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A Good Thing Gets Better 


ORE than ever before Cook County’s 

importance as a huge yet compact 
automobile market is proved by facts. In 
July the percentage of new car registrations 
in Cook County over that in the 67 other 
counties of Northern and Central Illinois 
climbed to a new high of 29.03%. 


Registrations in Cook County for the month 
were 8554 and in the 67 other counties they 
were 6629---1925 more cars sold in one 
county than in all of 67 others! Chicago, with 
its diverse industries independent of drought, 
makes Cook County a consistent as well as a 
great market. 


To most effectively reach this close-knit 
mass of car buyers the Chicago Evening 
American provides an ideal medium. In the 

‘first seven months of 1930 its circulation 
was 555,980---greater by 113,956 than that 
of Chicago’s second evening paper in point 
of circulation. 


And over 90% of the Chicago Evening 
American’s circulation is concentrated in 
Cook County! 


CHICAGO EVENING 


AMERICAN 


a. good newspaper now in its 
TENTH YEAR of circulation leadership 
in Chicago’s evening field 
eo 
National Representatives: RODNEY E. BOONE ORGANIZATION 
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mberly-Clark (erporatio 


ESTABLISHED 1872 Neenah, Wis. 
NEW YORK, 122 East 42nd Street CHICAGO, 8 South Michigan Avenue LOS ANGELES, 510 West 6th Street 


, 
Seeeeineetientieanetealie eee ee om 


Ready to Gol: 


With attractive photographs of your car you are ready to start 


effective advertising —advertising in rotogravure. More and more—as mechan- 
ate ical features are taken for granted —one hears judgment passed upon cars in the words ote 
—beautiful, snappy, fine looking, striking. These are verdicts reached through 
sight. So give people a look at your car— through rotogravure. 


The Kimberly-Clark Corporation manufactures papers of different weights and 
qualities for black and white, color and rotogravure printing. These grades 
are used extensively for magazines, package inserts, booklets, mail order 
catalogs, catalog and magazine inserts, broadsides, house organs 


: and tor the majority of newspaper rotogravure sections. sf 
OOOO OOS OO 





See 





